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: BIG JO FLOUR 


‘WABASHA ROLLER MILL COMPANY 


BIG JOHOLDS TRADE 


URING the 30 years we have handled 

BIG JO,” writes a well-known dealer, 

“we have stocked a few other brands 

of flour. Occasionally a customer will try out 
something different but they always come 

back to BIG JO.” You, too, can cash in on 

; BIG JO’s popularity with the housewife. It 


makes and wins permanent friends and steady 
profits for you. 


BEST IN THE WORLD 


You can help us to help you make 

\ your store distinctive by making it 
\ exclusively a BIG JO store. It pays | 
\,to handle the “Best in the World.” ~ 


THE 


— ROLLER MILL CO 
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Farmer s Allenton 


Mercantile 


Company 


This New 


Brings Lost Customers Back 
8 


All Machinery Furnished by 


STRONG- 
SCOTT 


To bring back lost customers and to 
create new ones, this modern plant 
was built. It was wisely decided to 
equip it throughout with Strong-Scott 
machinery. There are three main 
units—a 24 inch Pneumatic Attrition 
Interior view showing overhead installation of Mill, with Feeder, Scalper and Mag- 

Triple Action Dry Feed Mixer. netic Separator, a one-ton Triple Ac- 
tion Horizontal Mixer and a Molas- 
ses Feed Mixer. All of these are 
located on the main floor within a 
few steps of each other. One man 
can keep all three units operating at 
the same time, with the aid of one 
helper to sack and load. 


Installed view of Pneumatic Attrition Mill and 
Feeder, Scalper and Magnetic Separator. 


Everything Jor Every Mill, Elevator 
and Feed Plant 
he Strong-Scott Mf§ Co. 


Minneapolis Minn. Great Mont. 


STRUNG 


View showing Molasses Feed Mixer and 
Bin Controls. 


FRED H. CHASE, Representative — Box 124, Oshkosh, Wis. — Telephone 8187 
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Firms that spend money to build good 
will are less likely to do anything that 
might nullify the effect of their adver- 
tising than firms making no such in- 
vestment. It will pay readers to trade 
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OAT PRODUCTS 


IT PAYS to get our prices on 


Steamed Rolled Oats 
Whole Oat Groats 
Steel Cut Oats 


Feeding Oat Meal 
Reground Oat Feed 
Pulverized Whole Oats 


Sweetened Oat Mill Feed 
Steamed Rolled Barley 
Dem-O-las 


We will see you at the Independent Feed Dealers of 
Towa Convention during National Feed Week 


October 17th and 18th 


e Des Moines Oats Products Co. 
2000 EAST GRAND 
DES MOINES, IOWA 


Phone 6-3155 Robinson’s Code 


FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of... 
Wheat 
Wheat Middllinga 
Rye Middlinga 
Malt Sprouts 
@newens Gnaina 
Linseed Meal 
Soybean Meal 
Oatfeed 


GRAIN AND STOCK EXCHANGE 


MILWAUKEE 


TRIBUTE TO A GREAT INDUSTRY 


The Stratton Grain Co. lends its whole-hearted sup- 
port to National Feed Week and pays particular tribute 
to the retail feed dealer who is the final link between 
our great industry and the farmer. May his progress 
and prosperity long continue. 


Make Stratton Your Headquarters for 


Clinton Gluten Feed 
Clinton Soybean Meal 
Clinton Corn Oil Cake Meal 
Clinton Corn Gluten Meal 
Black Granite Grits 

@ Malt Sprouts 


Mill Feeds 

Linseed Oil Meal 
Onyx Dried Grains 
Brewers Dried Grains 
Pearl Grits | 


ALL GRADES OF GRAIN 


Wisconsin Distributors for CLOTRATE Cod Liver Oil 


CONSIGN YOUR GRAIN TO US 


STRATTON GRAIN COMPANY 


GRAIN & STOCK EXCHANGE 


MILWAUKEE 
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Bigger eggs bring better prices! Now comes new data from a prominent midwestern 
experiment station to throw light on the important subject of feeding for egg size. Valu- 
able conclusions are indicated by the results of comparative tests on protein supple- 
ments in “all mash” rations fed over a period of two years. 


—Meat and bone meal fed at two levels (5% and 10% on a total ration basis) 
produced good sized eggs. The eggs from the 10% level were consistently 
smaller than from the lower level. 


—Dry skim milk fed at three levels (5%, 10% and 15%) produced eggs sig- 
nificantly heavier than the meat and bone lots. 


—Combinations of meat and bone meal with dry skim milk (5% and 5% ; 5% 
and 9%; 8% and 5%) produced eggs that were significantly heavier than 
those fed dry skim milk alone as the protein supplement! (The eggs from the 
8% meat and bone plus 5% dry skim milk lot averaged heavier than those 
from any other pen. ) 


Here is another outstanding example of the supplementary effect of milk proteins on 
the proteins of other ingredients in foods and feeds. Blend the milk proteins with other 
proteins in right proportion and get better results than with either protein alone! Each 
helps the other to become of greater value. 


It pays to use milk and dry skim milk has what it takes to get results—economically. 
Our Feed Service Department will willingly help you on any questions about using milk 
for real feed efficiency. 


AMERICAN DRY MILK INSTITUTE, INC. 


DRAWER D, 221 N. LA SALLE STREET, CHICAGO, ILL. 
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MILWAUKEE, WISCONSIN 


DAVID K,. STEENBERGH, Managing Editor 


Volume Fourteen 


OCTOBER, 1938 


Number Ten 


Iowa Dealer Proves Merit of Feed 


By Raising Own Livestock 


(AA SE Scholes Feeds for Larger 
U Profits” is what L. W. Scholes, 
Johnston, Ia., recommends to 
the feeders of his locality. In fact, that 
slogan is an important part of the 
Scholes’ advertising. He sincerely be- 
lieves that the feeds he offers hog and 
cattle raisers as well as poultry produc- 
ers will make money for them. Not 
only that, he PROVES it by practicing 
what he preaches! 

This Hawkeye state feed dealer is also 
a livestock producer. Leaving the farm 
about 14 or 15 years ago, he established 
a small feed business at the little town 
of Johnston. He quickly recognized that 
one of the big jobs of a feed dealer is 
to convince livestock growers that better 
feeding methods mean bigger checks for 
them. 

With a personal liking for livestock 
production and a feeling that he could 
prove by doing, he started raising hogs 
“on the side”. This enabled him to prove 
to his own satisfaction as well as that of 
all prospective feed buyers that his feed 
would produce profitable results. 

Produces Ribbon Winners 

On the wall of the Scholes’ office hang 
some 15 or 20 ribbons which have been 
awarded at various fairs to his hogs and 
poultry. He is naturally proud of these 
ribbons. They are seen and inspected by 
a good many customers who enter the 
office. The list of ribbons is growing. 
State fair and local fair ribbons are in 
the group. With Scholes’ entries at the 
1938 Iowa Fair, it is entirely reasonable 
to expect that there will be some award- 
ed to stock owned by this practical and 
scientific feeder and feed producer. 

Mr. Scholes explained that a large 
number inspect his stock on feed. He 
grows both blooded Poland China hogs 
as well as graded stock for market. In 


addition, he has prize poultry and cattle 


on feed most of the time. He says he 
cites his own experience in feeding when 
discussing feed with livestock producers. 
This practical experience enables him to 
speak with authority. 

For instance, a hog feeder who has 200 
animals on feed stopped in the other day 


THE FEED BAG — October, 1938 


Modern Scholes’ plant at left with Mr. 


and laid a problem before Mr. Scholes. 
As a result, a little mineral was used and 
the hogs quickly returned to a thriving 
condition. 

Stresses: Efficient Management 

As has been previously mentioned, Mr. 
Scholes entered the feed business at 
Johnston in 1924. At the time his cap- 
ital was limited. It was impressed on 
him from the start that the retail feed 
business should be on a cash basis. It 
is his feeling that eventually feed deal- 
ers will sell for cash or equivalent. When 
that time arrives, he believes the busi- 
ness will be on the soundest footing. 

The Scholes’ policy centers around an 
efficient office. Two years ago, a young 
lady was hired to become office mana- 
ger. In addition to handling telephone 
calls, meeting customers, keeping books 
and other work, it is her job to see that 
all merchandise that leaves the place is 
recorded. 

“It is so easy for a bag of feed to get 
out without a charge slip being made,” 
Mr. Scholes says. “Two or three bags at 
$2.00 to $2.50 run up pretty fast, par- 
ticularly if that happens daily. It is also 
easy for a customer’s account to run up 
into real money. That’s why we have a 
bookkeeper and office girl. She watches 
such things. When a bill does get to a 


e@ Displays Ribbons for Prizes Won at Fairs 


Scholes on his favorite mount at right. 


sizeable amount or the customer is a lit- 
tle slow, we don’t hesitate a bit to go 
after the money.” 

Mr. Scholes believes a good share of 
the profits in a feed business come from 
efficient office management. Likewise, he 
believes that, too often, the profits in a 
business are lost through poor office 
methods. He says he is entirely pleased 
with having arranged for a competent 
office girl and bookkeeper. This arrange- 
ment enables him to spend more of his 
time with customers and know that the 
records are being cared for. 

Covers Wide Territory 

Johnston, Ia., is located at the fork of 
highways 89 and 7. The Scholes build- 
ings are clearly seen by travelers on 
either road. In the rear of the build- 
ings is the trackage of an electric rail- 
way. Originally, the town was called 
Johnston Station. The name has since 
been changed. 

When Mr. Scholes established there, a 
couple of grocery stores, the railway 
station and a lumber yard were about 
all the business houses in the community. 
Now, there are about a dozen business 
establishments, a modern consolidated 
school, church, surfaced streets and im- 
provements being made steadily. 

Mr. Scholes likes the community. He 
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also likes the feed business. Given his 
choice, he would again engage in this 
avocation. In commenting on it, he says 
he likes livestock, he likes feeding and 
he likes to deal with farm people. 


While Johnston is a small community, 
the Scholes business extends over a big 
territory with “the sky as the limit.” For 
instance, a big poultry grower at Green- 
field, Ia., some sixty miles away depends 
on the Scholes mill for mash. Other cus- 
tomers, ten and 15 miles away receive 
regular delivery from the Scholes’ store. 

The mill has loading docks on two 
sides with a driveway down the center 
of the buildings. The plant has been 
greatly enlarged since the original build- 
ing was finished 14 years ago. With a 
Burton mill and other modern equipment 


Chicago 


Better Feeding Brings Pag 


ARCADY COOPERATES 100 Per Cent 


From to 22 and livery: Day in the 
Year with Highest Quality Feeds of all Types 


ARCADY FARMS MILLING co. 


the concern is able to handle all require- 
ments of farmers in that locality. 

In addition to his own line of feeds 
marketed under the Scholes’ name, this 
dealer also sells the Wayne feed line. It 
is interesting to read the advertising he 
distributes to feeders in which he urges 
feeding of home grown grains—WITH 
SUPPLEMENTS. One of his folders 
admonishes farmers to “FEED YOUR 
OATS” but use Scholes supplements. 
Wisely, the advertising urges that a sup- 
ply of minerals be kept before the hogs 
at all times. 

Testimonials from satisfied customers 
are also used in the advertising. At his 
Iowa State Fair exhibit last year, this 
dealer had a large number of attractive 
folders distributed to poultry producers. 


OCTOBER 


Illinois 


Helpful hints were an important part of 
the message presented although Scholes’ 
feeds were featured on every page. The 
results of feeding experiments were also 
mentioned in this folder. 

On a large blackboard in the office are 
listed many of the feed items such as 
tankage, meals, mashes and other items. 
Prices are plainly lettered. Mr. Scholes 
says farmers are in the habit of coming 
in and reading these prices when con- 
sidering the purchase of feeds. By keep- 
ing up to date on prices he knows that 
he is not apt to meet resistance of 
“price buyers” who are quick to detect 
even a slight drop in prices listed by 
newspapers on the market pages. 

Riding Is Hobby 

Fine riding horses are a hobby with 
Dealer Scholes. “About every night af- 
ter the chores are done,” he said, “I like 
to get on my horse and go around a 
little.’ That reference to chores im- 
presses one with the fact that this Iowan 
is still pretty closely identified with 
farming. 

The Scholes business is only begin- 
ning. It will grow and develop. Harold 
Scholes has much of the same makeup 
as his father. He is courteous and genial, 
with a thorough knowledge of the feed 
business. Like his father, he knows how 
to work. With father and son pulling 
together, the Scholes enterprise is bound 
to grow and expand with passing years. 


@ CLAUDE CRAVER, Abingdon, IIl., 
has moved his feed business to a new 
location. 


oe 


@ HARRIS SHARP, New Bremen, Ohio, 
has discontinued his feed store and ac- 
cepted a position as sales representative 
for a feed manufacturing firm. 

@ MARKLE’S MILL, North Terre 
Haute, Ind., said to be the oldest mill 
west of the Allegheny mountains was de- 
stroyed by fire September 20. 


BLATCHFORD FOUNDER DIES 

John William Barwell, chairman of the 
board and founder of the Blatchford Calf 
Meal Co., Waukegan, Ill., passed away 
October 3 after a lifetime filled with ac- 
tivity in the feed industry of the United 
States. Mr. Barwell was considered an 
expert and his death deprives the industry 
of a valuable member. The loss of Mr. 
Barwell will in no way affect the status 
of the Blatchford firm. 


Millers Planning to Meet 
At Toledo, October 14. 


An important meeting of the Millers’ 
National Federation will be held at the 
Commodore-Perry, Toledo, Ohio, October 
14 starting at 10 a.m. The session will be 
presided over by Fred Borries,, president 
of the Federation. 

Principal topic for discussion at the 
meeting will be the problems growing out 
of the new wage and hour law and an 
attempt will be made to answer questions 
regarding every phase of this measure. 
Current problems of the family flour mil- 
lers will also be discussed . 
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industry Keyed for Celebration 
Of National Feed Week 


¢ Landslide of Publicity Features Event 


rises on National Feed Week Octo- 

ber 17 feed consumers throughout 
ihe United States will be brought into the 
sphere of an avalanche of publicity which 
will put into their minds the official Na- 
tional Feed Week slogan “Better Feeding 
Brings Bigger Profits.” 

For more than three months now the 
organizations behind the celebration have 
been working at top speed to place mailing 
stickers, posters, publicity stories, radio 
announcements and advertising layouts in 
the hands of the members of the feed 
industry. 

At National Feed Week Headquarters 
in Milwaukee activity has been at a fever 
pitch. Thousands of mailing stickers and 
posters have been mailed throughout the 
United States. A steady stream of promo- 
tional material has been pouring out every 
day and from present indications it ap- 
pears certain that the cooperation this 
year will be 100 per cent greater than a 
year ago when the National Feed Week 
was first started by The Feed Bag. 

Landslide of Publicity 

From all over the country have come 
pledges of support to the movement. Feed 
manufacturers, retailers, wholesalers and 
even advertising agencies connected with 
the feed industry have laid plans to give 
their entire support to the idea. 

As a result, when National Feed Week 
opens October 17 and all through the week 
to October 22, the message of “Better 
Feeding Brings Bigger Profits” will reach 
feed purchasers by mail, radio, newspap- 
ers, display advertising and word of 
mouth. This landslide of publicity should 
have a highly beneficial effect for the en- 
tire industry and will be reflected in 
greater sales. 

One of the greatest means of support is 
coming by means of air waves. When Na- 
tional Feed Week arrives, the National 
Broadcasting System will be ready to de- 
vote a part of its valuable time to Na- 
tional Feed Week announcements. Every 
day during the week the message of Na- 
tional Feed Week will be called to the 
attention of millions of listeners through- 
out the nation on the National Farm and 
Home Hour which originates over WMAQ 
and is broadcast to 72 stations. 

Purina Mills, St. Louis, Mo., opening a 
fine new series of radio broadcasts with its 
“Checkerboard Time” program, is devot- 
ing most of its facilities to the promotion 
of the occasion. 

On National Hook-up 

From 90 stations, scattered throughout 
the United States the Purina company has 
scheduled “Checkerboard Time” on Mon- 
days, Wednesdays and Fridays—each a 15 
minute broadcast. Popular farm radio en- 
tertainers are heard on these programs in- 
cluding such stars as Jack Holden of WLS 


Trice stage is set and when the curtain 
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National Barn Dance fame, the famous 
Cackle Sisters, Otto and Melodeans, solo- 
ist Mary Jane and the singing Maple City 
Checkerboard Four. 

Purina has been one of the real active 
supporters of National Feed Week and 
has purchased thousands of stickers and 


| K. STEENBERGH, 

publisher of The Feed Bag, 
will speak over Radio Station 
WLS, Chicago, on Wednesday, 
October 19. His talk will be 
broadcast at 11:45 a.m. during 
Dinner Bell program. Mr. Steen- 
bergh will urge farm listeners to 
patronize their local feed dealers 
and will give interesting facts 
about the feed industry. 


has made arrangements to include the 
message of National Feed Week in their 
many radio programs. 

Further support has been given by prac- 
tically every feed trade association in the 
United States which have endorsed the 
movement wholeheartedly. Most associa- 
tions have made National Feed Week 
stickers and posters available to their 
members who are helping in the distribu- 
tion of these. 

Another popular farm program which 


Milwaukee Dealer Group 
Discusses Barley 


Barley was the main topic of dicussion 
at a meeting of the Milwaukee District 
Seed & Feed Dealers held at Menomonie 
Falls, Wis., September 15. Walter Hol- 
stein, Mohr-Holstein Commission Co., 
was the principal speaker. He explained 
that the chief problems in barley this 
year were skinned and broken kernels, ex- 
cess moisture and musty, blighted and 
heated barley. He urged the dealers to 
encourage their customers to grow malt- 
ing varieties and told how the marketing 
was handled in Milwaukee. 

E. A. Lalk, assistant freight agent of 
the Milwaukee road, discussed railroading 
and truck competition in an interesting 
and practical talk. Barley was also the 
topic of M. J. Johnson, federal grain 
supervisor, Milwaukee. He told of crop 
conditions and explained how quality bar- 
Jey should be grown. John Gessert of 
Menomonie Falls was chairman of the 
meeting. 


will aid in the promotion of the week is 
the Firestone Farm Service hour which is 
broadcast from most stations in this coun- 
try. During National Feed Week the Fire- 
stone broadcast will feature an interview 
with Ralph Field, president of the Amer- 
ican Feed Manufacturers association. 
During the interview Mr. Field will tell 
about the mixed feed industry and explain 
the purpose of National Feed Week. 
Canada Celebrates Tco 

Even St. Johns, Newfoundland, will have 
the story of National Feed Week. Guy 
Hillier, manager of the feed department 
for Penick & Ford, Ltd., Cedar Rapids, 
Ia., reports that one of his customers, the 
firm of Rothwell & Bowring, Ltd., sent 
him a request for some National Feed 
Week stickers. Mr. Hillier reports that 
he also sent them several posters so that 
they too could have their own National 
Feed Week. 

As an example of association support it 
is only necessary to cite the method used 
by Fred K. Sale, secretary of the Indiana 
Grain Dealers association. Mr. Sale urged 
his members to cooperate in his most re- 
cent bulletin and mailed them reprints of 
an article on National Feed Week which 
appeared in The Feed Bag recently. 

Ron Kennedy, secretary of the Inde- 
pendent Feed Dealers of Iowa which 
meets at Des Moines for their annual con- 
vention October 17 and 18, has done more 
than his share to boost the event. In ad- 
dition to including notices in his bulletins, 
Mr. Kennedy has sent a supply of stickers 
and posters to every one of his members. 

Missouri Praises Event 

The Missouri state department of agri- 
culture in its Bulletin for August had this 
to say in reference to National Feed 
Week: 

“National Feed Week which is to be 
observed from October 17 to 22 is a prac- 
tical cooperation between feed manufac- 
turers, feed retailers and users of livestock 
and poultry feeds, according to Tom R. 
Douglass, administrative assistant in the 
Missouri state department of agriculture. 
_“The message-motto of National Feed 
Week originally inaugurarted in 1937 is 
“Better Feeding Brings Bigger Profits.” 
Newspapers, radio stations, and posters 
will carry the message to the trade and 
the farm and it will be a week for spread- 
ing the good gospel of economical feed- 
ing.” 

Last minute efforts are now being ex- 
pended at National Feed Week Headquar- 
ters to pick up the final loose ends and 


make a last-minute splurge to add to an 


already effective barrage of National Feed 
Week publicity. When the final results 
are in it is certain that feeders throughout 
the United States will be conscious of the 
fact that “Better Feeding Brings Bigger 
Profits.” 
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MILLION 


FARM 


HE 1937-38 FEEDING YEAR closed as a triumph for the Iodine 
Educational Bureau. Poultrymen, dairymen and livestock owners have 

been generous in their praise of the plus values found in lodized feeds, 
minerals and concentrates. This is a compliment to more than 450 feed man- 
ufacturers using the Iodine Seal. 


FEED MANUFACTURERS have acclaimed Iodine’s advertising, and the Bureau's 
sound merchandising of the Iodine Seal. Their salesmen have appreciated the 
talking points which Iodine has given their feeds. 


bons quickly 

ae mate and tome; 
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FEED DEALERS have reported healthy repeat business and less profit-destroy- 
ing competition. Seal-Approved feeds have given their customers plus values 
long sought and without exacting an additional price premium. IT IS A 
HAPPY SITUATION WHEN EVERYBODY IS BENEFITED. 


In this, the Bureau's fifth year of national advertising, we are greatly enlarg- 
ing our program. We will use larger space in national farm papers, state 
farm papers, breed publications, dairy, swine and poultry publications. We 
are also providing more dealer helps to localize this advertising. 


This new enlarged advertising program will go into the homes of more than 
8 million prospective users of feeds. The entire merchandising program is 
built around a 7-Point Plan with emphasis on LOCALIZED EFFORT so that 
national coverage virtually becomes zone coverage — your customers and the 
buyers you hope to sell. 


We urge you to get all the facts about this 7-Point Plan. Be sure to mail the 
coupon. Join the procession of success. 


NOTE THE INCREASED 4 IODINE EDUCAT 
CONSUMPTION OF IODINE A 


ok FB- 
BY YEARS FOR ANIMAL 4 120 Broadway, New York, N.Y. 10 
FEEDING 


Send us your 7-Point Plan that will help us sell more feeds. 
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Editorial Comment 


NATIONAL FEED WEEK When you stop to consider that at one time millers 
FOR YOUR BENEFIT burned bran because they thought it had no feed- 

ing value, you will realize the great strides that 
have been made by the feed industry of today. And dedicated to this progress, 


National Feed Week is being celebrated this month for the second consecutive 
year. 


The average farmer takes feeds for granted and is more inclined to classify 
them as “high-priced mixtures” than to acknowledge the elaborate research 
and care that has gone into their preparation. Little does he realize that every 
ingredient in a dependable ration has a specific purpose and is placed there 


because actual tests have proven that it will return more profit dollars to him 
from his livestock and poultry. 


It is true that the manufacturer, jobber and dealer have constantly ham- 
mered home the idea of proper feeding with their own individual promotion 
efforts. National Feed Week crystallizes these efforts and presents the picture 
of an industry as a whole to the farmers of the nation. It is definitely aimed to 
more firmly cement the natural link that exists between the feed man and 
agriculture. 


You who are an integral part of the feed industry have been asked to do your 
bit in making National Feed Week a success. It is your privilege to ride the crest 
of the wave of promotion and publicity which has accompanied the event. But a 
little pull on the oars will bring you farther along on this wave and net you 
additional benefits. 


Do not consider the extra dollars alone that you might gather by sponsoring 
special sales during National Feed Week. The effect that it will have in driving 
home the slogan “Better Feeding Brings Bigger Profits” will continue to work 
for you throughout the year if you assist in helping to put this message across. 


Your manufacturer and your jobber have entered whole-heartedly into the 
celebration of National Feed Week not only for their own but for your benefit 
as well. You as a dealer are the final link between the farm and the feed indus- 
try and upon you rests to a great extent, its progress and prosperity. 


So join 100 per cent in supporting National Feed Week, remembering that 
“Better Feeding Brings Bigger Profits” to the farmer—and to you. 


EMIL J. BLACKY. 
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Regulation Suggested Solution 
To Gypsy Trucking Menace 


¢ Action on Part of Grain 


HE business of trucking freight is 

comparatively new and has reached 

a tremendous volume in a compara- 
tively short time. So great has been the 
diversion of business from established 
channels to the itinerant-trucker that we 
are obliged to pause and ask ourselves ‘if 
perhaps a new system of merchandising 
and distribution is being evolved based 
upon highway transportation, which will 
entirely displace the old system of rail 
transportation. If such a change is under 
way and is based upon sound economic 
conditions, it should, of course, prevail. 
On the other hand, if such a change is 
upon us is it due to a change in economic 
conditions, or is it due primarily to some 
difference in government treatment which 
affects the ability of dealers to carry on 
their business? 

We most emphatically contend that the 
latter is the case and that if the itinerant- 
trucker be subjected, as he should be, to 
regulation and taxation to the same extent 
and of the same kind as the established 
merchant, the economy of the established 
marketing and distributing system will be 
apparent. 

Grain Trucking Problem 

In the case of grain, this commodity 
enters commercial channels through the 
country elevators. These commercial units 
buy from farmers in truck loads and sell 
to other dealers in carloads, and their bus- 
iness, therefore, is based upon rail trans- 
portation. The inequality presented by 
the present situation may be illustrated by 
comparing the costs to which the country 
elevator is subjected with the costs of his 
competitor, the itinerant-trucker, who 
largely originates the grain on the farms. 

The country elevator is subject to per- 
sonal property and real-estate taxes; in- 
surance to cover his buildings, his stock 
of goods, and for workmen’s compensa- 
tion; and the usual operating expenses of 
labor, power, light, fuel, telephone and 
building repairs. The operator either pays 
rental for his property or must figure the 
interest on his investment and must pay 
a living wage to his help. In addition to 
these burdens he assumes community ex- 
penses such as for charity and for civic 
matters. 

The itinerant-trucker, on the other 
hand, escapes all taxes as a rule except the 
taxes he paid on the gasoline he uses and 
that, with the registration fee for his 
truck, represents his total burden aside 
from the cost of operating his truck. He 
does not carry insurance, as a rule, either 
to cover his own vehicle or for possible 
injuries to others. He works long hours 
and accepts for his services and profit a 
very low compensation. 

What is transpiring in one industry is 
duplicated in another with relation to this 
trucking evil. The only difference is in 
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degree; that is, the availability of advan- 
tages offered in one commodity over an- 
other. These, of course, vary with con- 
ditions and flow of traffic from producer 
to consumer; but in all these industries, 
the use of short cuts, misrepresentations 
and other frauds, evasion of taxes and 
other costs are seized upon by the truck- 
pedlar to force business from Main street 
to his storeplace—the highways. 


HE menace of trucking com- 

petition to the grain and feed 
business is herewith depicted by 
Frank M. Stoll, secretary, Asso- 
ciated Southwest Country Eleva- 
tors. He revealed the informa- 
tion contained in this article at 
the recent annual convention of 
the Grain & Feed Dealers Nation- 
al association at Toronto, Canada. 
Mr. Stoll was also quoted in an 
article which appeared in the 
Saturday Evening Post of Octo- 
ber 1 in which “gypsy” truckers 
are exposed and their menace to 
established business is pointed 
out. Dealers are urged to read 
and ponder over this as well as 
the article appearing in the Post. 


It is estimated that 600 country eleva- 
tors have suspended business in eight 
states largely because of heavy inroads 
made upon their business by these tran- 
sient vendors. Country merchants gener- 
ally have witnessed the bulk of corn and 
other coarse grains move into and out of 
their territory by these trucks. Last Jan- 
uary, a total of 4,177 itinerant-trucks, 
loaded with grain and grain products, 
moved into and was peddled in Kansas. 
This is equivalent to 769 carloads in this 
one month alone. Much of this movement 
was corn from Iowa and Nebraska. The 
Kansas City terminal market has lost ap- 
proximately 75 per cent of its corn busi- 
ness to truckers. Country dealers in in- 
numerable instances have reduced their 
handling charges on corn to the losing 
levels of 1% to 1 cent a bushel in an effort 
to cope with this problem. Itinerant- 
iruckers, this season will handle the largest 
amount of wheat thus far. One Kansas 
terminal elevator has bought wheat from 
1,166 itinerants in the first six weeks of 
the present crop year. This quantity is 
equivalent to 233 carloads and means 


the loss in this single instance of about 
$10,000 in handling charges to country 
dealers and commission merchants. 

One flour mill in Sioux City, Ia.,pur- 


and Feed Men Urged 


chased approximately 750,000 bushels of 
wheat from truck-pedlars, virtually all of 
which came from Kansas. The distance 
from Wichita, Kan., to Sioux City, for 
instance, is about 500 miles and the rail 
rate on wheat is 16% cents a_ bushel. 
These trucks are hauling the wheat for 
8 to 9 cents a bushel. 

Kansas City has always been recognized 
as the nation’s largest hay market until the 
past few years. Carlot arrivals of hay have 
reached the high mark of 46,559 cars in 
a single season with 61 large enterprising 
hay dealers carrying on this business in 
the Kansas City market. It may startle 
you to know that the receipts of hay in 
this market by railroad in the first six 
months of this year were less than 1,000 
cars and only 17 of these 61 firms remain 
in business. 

Wholesale and retail lumber merchants 
complain bitterly of the itinerant-pedlar’s 
activities. For instance, in the state of 
Nebraska last year about 11% million feet 
of lumber was brought in by itinerants 
and sold to anyone who would buy from 
a board to a truckload at any price they 
could secure. Here is business valued at 
about $600,000 a year which established 
dealers are being deprived of. 

For another example, let us take the 
important coal tonnage movement in the 
state of Illinois. In 1931, 3% million 
tons were moved by these truckers. In 
1935, this total had leaped to 7% million 
tons, which was apporximately 15 per 
cent of the coal mined. More than 350 
established coal dealers in this state alone 
have been put out of business due to 
operations of itinerant-truckers. There are 
several counties in Southern Illinois that 
do not have any dealers whatever and in 
Central Illinois there are some counties 
with only one to three equipped dealers 
in business. In these same counties a few 
years ago, from 15 to 20 dealers were 
operating. 

Fruit Industry Demoralized 

In the merchandising of fruits and veg- 
etables, a most serious and chaotic condi- 
tion has resulted from these itinerants. 
They have caused a demoralization of the 
price structure; undermined regular dis- 
tributing channels; lowered grades and 
standards built up by produce interests 
over a long period of years; created dis- 
orderly marketing; lowered prices to pro- 
ducers and have diverted a tremendous 
tonnage from the rails and reputable for- 
hire truck interests. 

Joplin, Mo., a town of 34,000 popula- 
tion, established, a few years ago, a 
municipally owned city market for the 
benefit of the producers. Today this pro- 
duce market has developed into what is 
probably the largest itinerant-peddling 
center in the middlewest. Only one whole- 

(Continued on Page Thirty-nine) 


THE FEED BAG — October, 1938 


A GREAT 
CHAIN OF 
RADIO STATIONS 


and a long list of national 
and state farm and poul- 
try journals will be con- 
tinually at work for 
PILOT BRAND dealers 
during the next twelve 
months. 


There is a long and 
consistent, high quality 
and advertising history 
behind this year's big ad- 
vertising program. 


This combination of a 
good product and ever- 
lastingly telling poultry- 
men about it has won a 
decided preference for 
the "Bag with the Big 
Blue Pilot Wheel on it." 


In whatever state you 
are located you will find 
PILOT BRAND Oyster 
Shell advertising, and 
don't forget that this has 
been so for fifteen years. 


THE FEED BAG — October, 1938 


LBs. 

PURE CRUSHED = 
OYSTER SHELL 
SCREENED 


TRIPLE 


NEW ROCHELLE.N.Y- 
“LOUIS,MO. LONDON, ENS, 


We are telling poul- 
trymen to always get 
the bag with the "Big 
Blue Pilot Wheel on it." 


MILLIONS 


MILLIONS 
LISTENING READING 


“PILOT BRAND 
SUGGESTIONS 
TO POULTRYMEN” 


For the next twelve 
months these timely 
profit-making sug- 
gestions will be 
reaching millions 

of poultry feed- 
ers, almost 
daily over 
radio and 
in mag- 
azines. 


lf You Are Not? 


From the very start we made a good, clean, all-pure 
Oyster Shell product — sold it to dealers on a fair basis 
and committed ourselves to help them sell it. {Adver- 
tising.) We've never departed from this policy, not even 
in depressions and recessions. 

PILOT BRAND dealers know all of this and are profit- 
ing by it. 

If you are not a PILOT BRAND dealer, let us get 
you started and have you feel the pull it gives to your 
business. 

Write our nearest office. 


Oyster Shell Products Corp. 


New Rochelle, N. Y. London, England St. Louis, Mo. 
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EXTRA 


in mashes made with 


REG .U.S.PAT. OFF. 


LACTOFLAV/IN SUPPLEMENT 


The feed manufacturer who uses Flaydry as the milk 
ingredient for his mashes is adding extra values that 
mean profits for his poultrymen customers and repeat 
sales for himself. ; 

First of the extra values that Flaydry brings to mashes 
is Lactoflavin, the key vitamin in the B (G) complex of 
milk. Lactoflavin is important to cell growth—the body 
cannot build new cells without Lactoflavin. 

Layers must have Lactoflavin to keep in top condition for 
egg making ... Breeder flocks must have it to lay eggs 
that will hatch ... Embryos must have it to develop in- 
side the shells ... Chicks must have it to mature early 
and turn feeds into profits. 

But besides Lactoflavin there are other important vit- 
amin values in Flaydry. Extra amounts of the entire 
group of water soluble vitamins present in milk are 
concentrated in the manufacture of Flaydry, along with 
Lactoflavin. Each particle of Flaydry has them all. 

That is how Flaydry gets its growth and health build- 
ing powers—extra amounts of vitamins from milk. 

Give your mashes these extra values. Use Flaydry as 
the milk ingredient for all your poultry feeds. Write to 
us for full information. 


GROWTH 


Guin 


HE BORDEN COMPANY 


Special Products Division _ 
50 MADISON AVENUE, NEW YORK, N. Y. 


HATCHABILITY ¢ FEED UTILIZATION 


el4e 


RALPH M. FIELD 


Coincident with National Feed Week 
many prominent members of the feed and 
allied industries celebrate their birthdays 
this month. The Feed Bag joins in ex- 
tending congratulations and wishes for 
many more happy anniversaries to come. 

Those on the birthday list for October 
include Ralph M. Field, president, Amer- 
ican Feed Manufacturers association, 
October 4; C. H. Hooker, Northern Mill- 
ing Co., Wausau, October 4; LeRoy L. 
LaBudde, LaBudde Feed & Grain Co., 
Milwaukee, October 11, and his brother 
Edward LaBudde, October 25. 

Bob Crawford, Oyster Shell Products 
Corp., St. Louis, Mo., October 16; Her- 
man Deutsch Deutsch & Sickert Co., Mil- 
waukee, October 17; Fred M. McIntyre, 
Potsdam Feed & Coal Co., Potsdam, N. 
Y., for many years president of the East- 
ern Federation of Feed Merchants, Octo- 
ber 21. 

John H. Barton, president, National 
Oil Products Co., Harrison, N. J., October 
26; W. L. Blows, Blatchford Calf Meal 
Co. Waukegan, IIl., October 11; W. A. 
Maney, president, Maney Bros. Mill & 
Elevator Co. Minneapolis, October 11; 
Carl Houlton, LaBudde Feed & Grain Co., 
Milwaukee, October 1; John Manard, 
Manard Molasses Co., New Orleans, Octo- 
ber 8; K. B. Neff, secretary-treasurer, 
Exact Weight Scale Co., Columbus, Ohio, 
October 12, and Allen A. Breed chief 
grain inspector Milwaukee Grain & Stock 
Exchange, October 6. 


@ BREYERS BROS. & WHITING CO. 
feed mill, and wood shop, Waupun, Wis.. 
was destroyed by fire September 24 with 
a loss estimated at $20,000. 


@ VERNON REECE, formerly asso- 


ciated with the Pinecrest Poultry Farm 
and Hatchery, Messena, Ia., has joined 
Sargent & Co., Des Moines Ia. 
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Iowa Association Looks Ahead 


To Its Greatest Convention 
@ Meet at Des Moines, October 17 and 18 


Iowa this year with what promises 

to be the finest feed industry con- 
vention ever held in that territory when 
Independent Feed Dealers of Iowa meet 
in Des Moines, October 17 and 18. 

A special feed men’s Field Day at Iowa 
State college; open forum discussions on 
trucking, merchandising and new feed 
laws; a group conference of Iowa feed 
manufacturers with national officials on 
the new wage-hour law—these and many 
other events are scheduled on a fast-mov- 
ing two day program which is arousing 
wide interest throughout the state and 
surrounding territory. 

The convention will open Monday 
morning, October 17, in the Savery hotel, 
Des Moines. President Ralph Sprague, 
Oelwein, and vice president Ransom 
McKee, Muscatine, will preside over the 
first day’s sessions which will be followed 
by an evening stag dinner and entertain- 
ment. 


IN Feed Week will open in 


College Field Day 

Tuesday, October 18, following a brief 
morning session, the convention will ad- 
journ to the campus of Iowa State college 
at Ames, where the Field Day program 
will start with a luncheon in the Memor- 
ial Union. That afternoon all departments 
of the animal husbandry division at the 
college will be thrown open to the visitors 
for what will amount to a “short short 
course” in the feeding and nutritional ex- 
periments now under way. 

“We are getting the finest kind of co- 
operation from the college staff in arrang- 
ing this program,” says Ron Kennedy, 
secretary of the association. “‘Unquestion- 
ably it is to be a remarkable opportunity 
for Iowa feed men to bring themselves up 
to date on the research projects being 
carried on in this area. No wide-awake 
feed man should miss it.” 


Meeting for Manufacturers 

Rivalling the college program in the 
interest of the trade is the special confer- 
ence of manufacturers and jobbers sched- 
uled for the first day of the convention. 
Ralph Field, secretary of American Feed 
Manufacturers association, will come from 
Chicago especially to take part in this 
session. 

Mr. Field has spent a great deal of time 
in recent weeks working with federal gov- 
ernment officials on the problems of the 
feed industry under the new wage-hour 
act which goes into effect October 24. The 
conference at the convention will be in the 
nature of a side meeting for manufacturers 
and jobbers, and will be handled as a 
round table discussion. 

Special invitations are being issued by 
the Independent Feed Dealers of Iowa to 
leading feed manufacturers in the territory 
to attend the conference. 

Feed merchandising will be discussed on 
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Monday afternoon’s program by Roy La 
Budde, LaBudde Feed & Grain Co., Mil- 
waukee. Mr. LaBudde’s remarks will form 
the basis for a round table discussion on 
the feed dealer’s merchandising problems. 
Talk on Truck Problems 

“The Place of the Truck in the Feed 
Industry” will be the subject of a discus- 
sion clinic also scheduled for Monday. 
Recent developments in the movement to 


RALPH SPRAGUE 


license the itinerant trucker merchant will 
be outlined and proper policy of the feed 
industry in this regard will be considered. 

National Feed Week itself will be des- 
cribed by David K. Steenbergh, The Feed 
Bag, and posters and other supplies will 


Control Officials to Meet 
October 17 and 18 


RELIMINARY plans for the annual 

meeting of the Association of Amer- 
ican Feed Controls Officials, Inc., have 
been announced by Leslie E. Bopst, sec- 
retary-treasurer of the organization. The 
gathering this year is scheduled for the 
Raleigh Hotel, Washington, D. C., on 
November 17 and 18. 

The tentative program calls for an ad- 
dress by Ralph M. Field, president of the 
American Feed Manufacturers’ associa- 
tion, on the opening day. Another fea- 
tured first day speaker will be Dr. L. C. 
Norris, professor at Cornell university, 
who recently was named winner of the 
annual Borden award for research work 
in the poultry field. Dr. Norris has chosen 
as his topic, “Recent Advances in Poultry 
Nutrition. 

A member of the United States depart- 


be available to those in attendance. 

Thursday morning’s program before the 
trek to Ames will have as its theme, “The 
Destiny of the Small-Town Merchant in 
Iowa,” endeavoring to look into the future 
of the retail feed business sufficiently to 
pick out the policies most likely to bring 
success. 

Throughout the program the association 
is receiving the cooperation of the West- 
ern Grain & Feed Dealers association, 
which has scheduled a group meeting in 
Des Moines Tuesday evening, October 18, 
following the close of the feed convention. 

Will Study Experiments 

During the field day at Iowa State col- 
lege special provision will be made for 
elevator men to inspect the experiments 
being run there on various types of stor- 
age for ear and shelled corn. Members 
of the feed association have been invited 
to attend the grain dealers’ session Tues- 
day evening at the Savery hotel. 

A committee of wholesalers headed by 
Walter Berger, Des Moines Oat Products 
Co., and Henry Swanson, White Labor- 
atories, Inc., is cooperating with the asso- 
ciation officials in circulating information 
on the convention. 

The work of lining up the program at 
the state college is being handled by Dr. 
H. L. Wilcke poultry husbandry; Dr. B. 
H. Thomas, animal chemistry and nutri- 
tion; C. C. Culbertson, animal production, 
and Dr. C. Y. Cannon, dairy husbandry. 
All these men are nationally prominent in 
their respective fields and Dr. Thomas is 
especially well known for his nutritional 
work with rats. 

The entire staff is working under P. S. 
Shearer, head of animal husbandry and 
R. E. Buchanan, director of the Iowa 
experiment station. 


ment of agriculture will also be in attend- 
ance the first day to lead an informal 
discussion of the new federal food, drug 
and cosmetic act. 

Round table meetings will feature the 
second day’s session. Four sections have 
already been established for discussion. 
J. D. Turner will lead a group in the con- 
sideration of “Moisture or Water in 
Feed”; ‘‘What is Liver Meal?” will be the 
topic for discussion in a group led by H. 
R. Kraybill; G. S. Fraps will head a sec- 
tion considering the subject, “Feed Toler- 
ances”, and Mr. Bopst will lead the dis- 
cussion of “Control Problems Affecting 
Labeling.” 


@ L. F. BROWN, former secretary of 
the Mineral Feed Manufacturers associa- 
tion, who resigned last May is now living 
at 1242 N. 10th street, St. Petersburg, Fla. 
He spent the summer months at his old 
home in New York. 
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Minimum Wages—Working Hours 


Specified in New Act 


e Law Goes Into Effect On October 24 


E fair labor standards act, popular- 
ly known as the wage and hour law, 
is the government’s 1938 answer to 

the problem of cleaning out the so-called 
dark corners in American industry so far 
as wages and hours are concerned. De- 
spite a gradual reduction in the length 
of the working week, and general improve- 
ment in wages and working conditions 
during the past several decades, it is the 
opinion of the government that still there 
are industries in which a small minority 
of employers have prevented the majority, 
by means of ruinous competition, from 
raising wages and improving working con- 
itions. 

The act is designed to make it unlawful 
for any person to transport, offer for 
transportation, ship, deliver, or sell in in- 
terstate commerce, any goods in the pro- 
duction of which any employee was em- 
ployed in violation of the minimum wage 
or maximum hour provisions of the act. 
The law is also designed to make it un- 
lawful for any person to ship, deliver, or 
sell with knowledge that shipment or de- 
livery or sale thereof in interstate com- 
merce is intended, any goods in the pro- 
duction of which any employee was em- 
ployed in violation of the minimum wage 
or maximum hour provisions of the law. 
Note, that it is not the actual employment 
of persons in violation of the minimum 
wage and maximum hour provisions that 
is made unlawful, but that it is the trans- 
portation, shipment, delivery, or sale in 
interstate commerce of goods produced 
under certain specified conditions which 
are made unlawful, or their sale with the 
knowledge that an interstate movement is 
intended. 

Furthermore, the definition of the word 
“produced”, as used in the act in this 
connection, denotes a very broad scope. 
It is defined to mean produced, manufac- 
tured, mined, handled, or in any other 
manner worked on in any state; and for 
the purposes of this act an employee 
shall be deemed to have been engaged in 
the production of goods if such employee 
was employed in producing, manufactur- 
ing, mining, handling, transporting, or in 
any other manner working on such goods, 
or in any process or occupation necessary 
to the production thereof, in any state. 

Minimum Wages 


During the first year from the effective 
date of the act, which is October 24, 1938, 
every employer engaged in interstate com- 
merce or in the production of goods for 
interstate commerce must pay his em- 
ployees not less than 25 cents an hour. 
During the next six years he must pay 
not less than 30 cents an hour. After the 
expiration of seven years, he must pay 
not less than 40 cents an hour. These 
statutory minima apply automatically 
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without any further action by adminis- 
trator of the act. 

However, at any time after the effective 
date of the act the administrator, upon 
the recommendation of an industry com- 
mittee and after a public hearing, may 
establish a minimum wage of not more 
than 40 cents an hour. At no time can a 
minimum wage higher than 40 cents be 
required under the provisions of the act. 

Industry Committees 

As soon as practicable, the administra- 
tor is required to appoint an industry 
committee for each industry. The com- 
mittee may be composed of any number 
of persons, provided an equal number re- 
present the public, the employees, and the 
employers. One of those representing the 


EED dealers who have been 

looking for a practical ex- 
planation of the fair labor stand- 
ards act, popularly known as the 
wage and hour law, will find this 
address enlightening It was de- 
livered by Herman Fakler, Mil- 
lers National Federation, at the 
annual convention of the Grain 
& Feed Dealers National associa- 
tion. Explanations to specific 
problems and the relation of the 
act to them will be found in 
Part 2 of this article appearing 
on page 18 of this issue of The 
Feed Bag. 


public to be designated as chairman, and 
in the appointment of the committee, the 
administrator is required to give due re- 
gard to the geographical region in which 
the industry is carried on. 

The industry committee is required to 
investigate conditions in the industry and 
to recommend to the administrator the 
highest minimum. wage rates for the in- 
dustry which it determines, having due 
regard to economic and competitive con- 
ditions, will not substantially curtail em- 
ployment in the industry. The committee 
may recommend classifications or differ- 
entials within an industry. However, in 
determining whether such classifications 
should be made in an industry, and in 
determining the minimum wage rates for 
such classifications, no classification or 
minimum wage shall be established solely 
on a regional basis but the committee and 
the administrator must also consider, 
among other relevant factors, competitive 
conditions, wages established by collective 
labor agreements and wages paid for like 
work by employers who voluntary main- 
tain minimum wage standards in the in- 
dustry. 


After the committe files its report with 
the administrator, he is required to hold 
a public hearing, and to issue a wage order 
based upon the report, if it supported by 
the evidence and the law. The adminis- 
trator may, if he chooses disapprove the 
committee’s recommendation, refer the 
matter back to the committee or appoint 
a new committee for further consider- 
ation and recommendation. It should be 
noted especially that the administrator has 
the power to veto the recommendation of 
the industry committee, to disband that 
committee if its recommendation is not 
approved by him, and to appoint a new 
committee to start work anew. 

It should be borne in mind that the 
industry committee differs materially from 
the code authorities set-up under the N.R. 
A. These committees will have no admin- 
istrative functions, and they will concern 
themselves only with wage rates. 

Maximum Hours 

During the first year from the effective 
date of the act, no employer engaged in 
interstate commerce, or in the production 
of goods for interstate commerce shall em- 
ploy any of his employees for a work week 
longer than 44 hours unless the employee 
receives compensation for the excess hours 
at a rate not less than one and one-half 
times the regular rate. During the second 
year the maximum hours without over- 
time is 42, and after the second year 40 
hours per week. 

There are three special conditions under 
which employment in excess of the statu- 
tory limitations is permitted. These con- 
ditions are: 

(1) If the employee is employed in 
pursuance of an agreement made as a re- 
sult of collective bargaining by represen- 
tatives of employees certified as bona-fide 
by the National Labor relations board, 
which provides that no employee shall be 
employed more than 1,000 hours during 
any period of 26 consecutive weeks. 

(2) If the employee is employed on an 
annual basis in pursuance of an agreement, 
similarly made, which provides that the 
employee shall not be employed more than 
2,000 hours during any period of 52 con- 
secutive weeks. 

(3) If the employee is employed for a 
period or periods of not more than 14 
weeks in the aggregate in any calendar 
year in an industry found by the admin- 
istrator to be of seasonal character. 

However, under any one of these con- 
ditions no employee may be employed for 
more than 12 hours in any work day nor 
more than 56 hours in any week with- 
out payment of overtime at the rate of 
at least one and one-half times his regu- 
lar rate for the hours worked in excess 
of 12 hours a day or 56 hours a week. 

Among a number of other specific ex- 


(Continued on Page Thirty-seven ) 
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Two men... Two 
One 


The final Steps ay, 
re EXADOL 


® taken in | the SQUIB 
Pre-testeg | wee 


B Laboratories 


ot 


Alt these ster 
we Squibb guarantees Exadol to contain 


3000 (or more) Vitamin A units, (U.S.P.X1) 
and 400 (or more) Vitamin D, A.O.A.C. 


The Nutritionist: 


His reason for Exadol* is—vitamin de- 
pendability. He knows that vitamin depend- 
ability is essential to well-balanced feeds. 


The Sales Manager: 


His reason for Exadol is—increased sales. 
He knows that the feeds that produce are 
the feeds that sell. 

He knows that vitamin dependability is one 
important factor in making feeds that pro- 
duce. He knows that Squibb guarantees the 
vitamin potency of Exadol. 

He knows that Squibb nationally advertises 
Exadol in leading poultry and farm papers, 
stressing the vitamin dependability of Exadol. 
He realizes that the name Squibb—“a name 
you can trust”—is known in millions of 
farm homes. 

He knows that Squibb has furnished him.a 
valuable sales help in the Squibb Water: 
Marked Formula Tag.*This Formula Tag, on 
his feed bags, carries a double guarantee: a 
guarantee by Squibb of the vitamin potency of 
Exadol, and a guarantee by the manufacturer 
that an adequate amount of Exadol is in the 
feed. This Formula Tag is featured in Squibb’s 
national advertising. Thus Squibb national 
advertising becomes his local advertising. 


He knows that Exadol helps him build sales 
volume. 


SQUIBE'S 

VITAMIN FEEDING 
*A trademark of E. R. Squibb & Sons 


DISTRIB UTOR ‘Orr ean SQUIBB — A NAME YOU CAN TRUST 
EXADOL E. R. SQUIBB & SONS 


HIGH POTENCY VITAMIN A ano D OI Veterinary and Animal Feeding Products Division FB-10 
Eastern Sales Agents _ Mid-Western Sales Agents, 745 FIFTH AVENUE, NEW YORK CITY 


COMPANY: HAYWARD Please send your new Portfolio, “Squibb’s Contribution to Vitamin 

165 John Street, New York 29th and Southwest Blvd. Feeding.” I understand this places us under no obligation. 

S. Western Ave., Chicago Kansas City, Mo. 


He has read the facts about Exadol... 
Squibb’s High Potency Vitamin A and D oil. 


He knows that Squibb constantly seeks to 
find the most potent fish liver oils. He 
knows that Squibb takes extra precaution 
to safeguard the potency of the vitamin- 
bearing oils every step of the way—from 
preliminary refining to finished product. 


He knows that every batch of oil is tested 
chemically for purity, and biologically on 
white rats and chicks for vitamin potency. 


He knows that Squibb guarantees the 
vitamin potency of Exadol. He knows that 
Squibb is a name you can trust. 


He uses Exadol to help balance his feed 
formulas. And he knows that Exadol helps 
poultrymen get better results every step or 
the way—breeding, hatching, growth, body 
building, egg production. 


Pacitic Coast Sales on Name 
E.R. SQUIBB & SONS 
San Francisco, Cal Address 


City. State 


el7ze 


4 
chick units per gram 
‘ 
A 


How New Wage-Hour Act Affects 


Various Types Business 
¢ Herman Fakler Cites Specific Cases in Talk 


N page 16 of this issue of The Feed 
Bag is an account of the talk given 
by Herman Fakler, Millers Nation- 
al Federation, at the 42nd annual conven- 
tion of the Grain & Feed Dealers National 
association held at Toronto. In his talk 
Mr. Fakler analyzed the provisions of the 
minimum wage and hour act and pointed 
out how it applied to the industry. In 
order to clarify the provisions of the 
measure Mr. Fakler cited specific cases of 
how it will affect various firms. The fol- 
lowing is a compilation if these cases: 
Dealer Near “State Line” 

“A” grain company manufactures mix- 
ed feeds and sells grain. Most of its cus- 
tomers are dairymen, poultrymen, and 
stores located in the same state. Some 
customers come from a neighboring state, 
make their purchases and haul the goods 
back themselves. The company purchases 
its corn from other states, and their ingre- 
dients come from all sections of -the 
country. 

To the extent that the sale and trans- 
portation of this company’s products are 
confined to the state in which it is located, 
the provisions of the act probably would 
not apply. However, if he were not com- 
plying with the act, would it be unlawful 
for him to ship, deliver, or sell those 
goods with knowledge that shipment, de- 
livery, or sale in interstate commerce is 
intended, and would it be unlawful for his 
customers from the neighboring state to 
transport those goods in interstate com- 
merce? The answer, in my judgment, is 
that it would be unlawful and this com- 
pany should comply with the law. 

“B” is the branch manager of a feed 
manufacturer, located in another state. 
His operations are mostly retail, but some 
wholesaling is done. Only a bookkeeper- 
driver is employed besides the manager. 
The town has a population of 5,000. He 
wants to know if his business will be term- 
ed strictly country and, therefore, exempt. 

The employer here is the feed manu- 
facturer located in another state. Its pro- 
ducts are shipped in interstate commerce 
for sale in another state. The branch 
manager and the bookkeeper-driver are 
both employees of the manufacturer. 
Their employment is subject to the act 
unless the exemption with respect to re- 
tail establishments applies. The regula- 
tions may prescribe that this exemption 
applies only to establishments whose bus- 
iness is strictly confined to retail sales. In 
that event, the exemption will not apply 
to this case. On the other hand, the regu- 
lations may give a broader scope to the 
term “retail establishment”, in which 
event the exemption may apply. 
Mixed Business 

“C” grain company writes: “We buy 
and sell both grain and feed, and we also 


else 


mix some feeds, which we sell locally 
both in the wholesale and retail way. We 
also mill a. small quantity of wheat flour. 
all of which, of course, is milled out of 
red wheat grown in this area.” 

Assuming that all shipments deliveries, 
or sales of goods produced are in intra- 
state commerce, this company would not 
be subject to the provisions of the act. 
This company would probably not be con- 
sidered a retail or service establishment, 
but such employees as are employed in a 
local retailing capacity would be exempt 
from the wage and hour provisions. 

Retail Departments 

“TD” company operates two mills, both 
of which do both wholesale and retail 
business. In their town there are also two 
strictly local feed dealers. “What we 
would like to know is, will we be compel- 
led to live up to the wage and hour law 
in relation to all employees who are do- 
ing only work waiting on retail trade?” 

It would appear that any employees 
employed exclusively in waiting on retail 
trade would not be subject to the wage 
and hour provisions of the law. 
ce Line Elevators 

“E” elevator company operates several 
country houses in their state, buying dir- 
ectly from the farmers or producers. They 
do no milling, grinding or processing, be- 
ing buyers and shippers of grain and seeds 
which they buy from the farmers or pro- 
ducers. They do make sales and shipments 
in interstate commerce. Their business is 
more or less seasonal, their heaviest oper- 
ations being during movement of the corn 
crop. During wheat and corn harvest sea- 
sons, farmers bring in the grain from early 
morning until late in the evening and 
farmers expect them to keep the elevators 
open to receive the grain. “Would we be 
exempt from both the wage and hour pro- 
visions because we are engaged in handling 
an agricultural commodity in its raw or 
natural state within the area of produc- 
tion, or would we be entitled to a 14 week 
exemption from the payment of time and 
one-half for the hours worked up to 56 
hours a week because we are engaged in 
an industry of a seasonal character?” 

The administrator has not yet defined 
the term “area of production”, nor has he 
announced a definition of “seasonal in- 
dustry”. I have already given you some 
indication of what the definition of a sea- 
sonal industry may be. I doubt whether 
there is any hope for exemption under 
that classification. The question in this 
case will be whether the buying of each 
elevator is limited to an “area of produc- 
tion’, as that term will presently be de- 
fined in the department’s regulations. 

Special Truck Problems 

There is a section of the law in which 

I understand you are particularly inter- 


ested; that is the one which provides that 
the provisions of section 7, regulating the 
maximum hours of labor shall not apply 
with respect to any employee with respect 
to whom the Interstate Commerce Com- 
mission has power to establish qualifica- 
tions and maximum hours of service pur- 
suant to the provisions of section 204 of 
the motor carrier act, 1935, or with re- 
spect to any employee of an employer 
subject to the provisions of Part I of the 
interstate commerce act. 

The employees thereby exempted from 
the provisions of section 7 of the fair 
labor standards act, relating to maximum 
hours of work are, however, subject to the 
provisions of section 6 relating to mini- 
mum wages. 

Section 204 of the motor carrier act 
provides that it shall be the duty of the 
Interstate Commerce Commission to reg- 
ulate common carriers by motor vehicle 
and contract carriers by motor vehicle and 
that the commission may establish reason- 
able requirements with respect to maxi- 
mum hours of service of employees with 
respect to other matters. 

Section 204 of the motor carrier act also 
provides that it shall be the duty of the 
commission to establish for private car- 
riers of property by motor vehicle, if need 
therefor is found, reasonable requirements 
to promote safety of operation, and to 
that end prescribe qualifications and max- 
imum hours of service of employees, and 
standards of equipment. 

A flour miller, feed manufacturer, or a 
grain dealer who transports his own pro- 
duct in his own trucks to his customers, 
is a private carrier of property by motor 
vehicle. The Interstate Commerce Com- 
mission has the power to establish quali- 
fications and maximum hours of service 
of the employees who are engaged in such 
transportation of his products. The com- 
mission has not, however, established any 
maximum hours of service of such em- 
ployees. It follows that at the present 
time the maximum hours of service of 
such employees is without regulation 
either under the motor carrier act or the 
fair labor standards act. 

In addition, I understand you are in- 
terested in knowing whether or not the 
provisions of this law would apply to the 
itinerant buyer of grain. This is a very 
perplexing question and I don’t believe it 
is possible at the present time to give you 
a definite answer upon it. However, some 
tentative observations might be of inter- 
est. 

I doubt whether the itinerant buyer who 
purchases grain within a state and hauls it 
by truck and sells it to a terminal elevator 
located within the same state is engaged 
in interstate transportation, within the 

(Continud on Page Forty-five) 
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BIG FEED SELLERS 


Tailor-Made to Balance Home Grown Grain 


You’ll Make More 
Money on 


SARGENT 


POULTRY 
FEEDS 


SARGENT 
MINRAL 
MEAT MEAL 


Sells at about same price as tankage, but 


~ you make 4 TIMES the profit. 


MINRAL MEAT MEAL gives feeders minerals, 
proteins, vitamins, conditioners, ready-mixed in 
one bag—ready to feed with their home-grown 
grains. It’s a wonderful builder of repeat business, 
because it really delivers the results. Dealers in 
a single season have doubled and trebled their 


Sargent & Company make one of the finest lines 
of poultry feeds in the world—including the popu- 
lar Sargent CONCENTRATE used widely by 


former profits, simply by featuring MINRAL 
MEAT MEAL in place of ordinary mineral feeds. 
Investigate the bigger profits MINRAL MEAT 


MEAL can make for YOU this fall and winter. 
Write today for facts of what other dealers have 
done with this fast-selling supplement— 
and our special introductory offer to 


BIG SALES CAMPAIGN | 
HELPS YOU SELL — 
SARGENT FEEDS oa Sargent & Company welcome the In- 


dealers. Sargent Laying Mash and Sargent Grain 
Balancer are this fall 
and winter’s prize 
money winners for 
dealers. INVESTI- 
GATE! Write for 
FREE particulars. 


Broadsides, mailing pieces, full page ads in dependent Feed Dealers of Iowa to 
feeder publications, radio programs on 5 sta- Hotel Savery, Des Moines, Iowa, for 
tions, ree posters an eedin charts or My M 

farmers, local feeder meetings—these are Sar- their annual concentra, Oc tober 17 
gent features that help you sell MINRAL and 18 See our representatives at the 
MEAT MEAL and SARGENT POULTRY convention and learn the profits you 
FEEDS. can make with the Sargent line. 


SARGENT COMPANY 


‘‘Quality Feeds for Half a Century’’ DES MOINES, IOWA 
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Demonstration Increases 


Feed Sales 100 Per Cent 


- e Vogel Proves His Brand Pays Extra Profits 


RACTICAL demonstrations to show 
P the importance of using good feed 
for profitable farming have been the 
most effective promotional methods for A. 
B. Vogel, feed dealer, Telford, Pa. In- 


creases in sales volume from year to year 


are attributed in large part to these tests 
conducted for the benefit of customers. 

One of the most recent demonstrations 
was conducted with a litter of hogs which 
were fed with a featured brand of feed. 
A chart was kept showing the daily 
amount of feed and cost, also a chart 
showing the gain in weight from week to 
week. In the matter of weight produced 
for each dollar of feed, this demonstra- 
tion was a challenge to every farmer who 
thought he was saving money by using 
cheaper feed. 

Sales Increased 100 Per Cent 

A similar test had been made by Vogel a 
year ago and in checking up his sales of 
hog feed after the demonstration he found 
that sales on this line had increased by 
almost 100 per cent and that this in- 
crease was maintained throughout the 
year. 

“Our experience,” he said, “is that prac- 
tical tests are the most effective method 
that can be used to promote the consump- 
tion of our feed. The average farmer is 
somewhat skeptical about advertising lit- 
erature, but when he sees what can be 
done with good feed with his own eyes 
he is more ready to believe than when he 
is merely told about it. This does not 
mean that there is no good use for adver- 
tising literature but such advertising be- 
comes far more effective when a farmer 
reads the advertising after he has seen 
demonstrations. We present our farm cus- 
tomers with circulars and booklets which 
they read later and they are more likely 
to understand what it is-all about after 
having witnessed a test to support the 
claims made in print.” 

Practical Egg Test 

Another interesting demonstration was 
conducted some time ago with two lay- 
ing hens. This test was used to prove how 
the kind of feed affects the quality of the 
egg. The two hens were kept in separate 
cages. One was fed with his featured 
brand of poultry feed and produced a 
large egg with a yellow yolk. The other 
hen was fed with cheaper feed and pro- 
duced less and smaller eggs with a green 
yolk. A chart of actual feeding costs was 
displayed above the cages and at the end 
of the demonstration it was proved that 
the hen fed with the featured brand pro- 
duced more profit, not to mention the 
more desirable eggs. 

Vogel believes that one demonstration 
should follow another, but that each de- 
monstration should be different because 
repetition becomes monotonous. For some 
years he advised his farm customers to 


buy only the best grade of chicks and feed 
them with his featured brand of poultry 
feed. His theory is that only the success- 
ful farmer will be a good customer for 
feed, and that the farmer who starts with 
anything but the best stock can not get 
adequate returns for his labor and invest- 
ment. 

To show the importance of starting with 
good stock, he conducted a demonstration 
with a battery full of baby chicks. This 
battery was kept in the office and the 


Farmers flock to Vogel's feed store 


chicks were fed only with the recom- 
mended brand of feed. A chart of feed 
costs and gains in weight was posted above 
the battery and some farmers stopped in 
frequently just to note the progress made 
by the chicks. 

At six weeks the average weight of the 
chicks was 22 ounces. The chicks were all 


OHIO 


E. L. Kimmel, owner and operator of 
the Kimmel feed store, West Manchester, 
has purchased a building at Eaton where 
he will open a new feed store. 

H. C. Albert and E. C. Evans have 
purchased a warehouse at Miamisburg 
where they will open a feed store equip- 
ped with grinding and mixing machinery. 
They will continue to operate their mill 
near Moraine City. 

A. W. Roehhig, Defiance, has purchased 
the Oakwood Grain Co. from Lowell 
Carnahan. The Oakwood concern includes 
a large feed mill. 

H. R. Heckman and Merle J. Meyers 
who recently purchased the Versailles 
Service mill are installing new equipnient. 

Chester Smith has purchased the Cadiz 
Mills, Cadiz, from John L. Black. 

Continental Equity Exchange Co., Con- 
tinental, has remodeled its elevator. 

Cooperative Grain Co., Ney, has install- 
ed a one-ton feed mixer. 


healthy and nicely feathered, and after 
that there was a rapid increase in sales of 
chick feed. However, Vogel insisted that 
merely buying good feed for ordinary 
stock was not enough. He asked his cus- 
tomers to improve their poultry profits by 
getting the best profit producing breeds 
available, and for that reason he made 
arrangements with a reliable poultry farm- 
er to sell their chicks to his customers. 
Good Breeding Stock 

“We have sold a lot of chicks,” he said, 
“but practically at cost. We didn’t intend 
to make any profit out of chicks. Our 
main objective was to have our farm cus- 
tomers get started with the right kind of 
poultry because then we know they will 
make a profit, increase their flocks and 
become better feed customers.’ 

Vogel keeps an accurate mailing list of 
all his customers and prospects and uses 
direct mail occasionly but he finds that 
no method of advertising can take the 
place of personal contact and he believes 
that a dealer should spend a large part of 
his time out among his customers and 
potential customers. 

“While farmers may be annoyed with 
people who are continually stopping in to 
solicit orders,‘ he said, “I find that they 
welcome visitors from the dealer who 
stops for a friendly chat, a talk about 
feeding problems and they appreciate the 
dealer’s interest when he askes about the 
progress the stock is making with the feed. 

“Visiting the good customer once in a 
while doesn’t take much time and it is 
time well spent. Keeping a customer loyal 
and satisfied is sometimes just a matter 
of showing as much interest in him as the 
other fellow does who is looking for the 
business.” 


@ McHENRY COUNTY FARMERS 
Cooperative Association, West McHenry, 
Ill., recently held a grand opening for its 
newly completed warehouse. More than 
700 farmers attended and were served 
refreshments. Dancing followed. John 
Bolger is manager of the firm. 


APPOINTED SALES MANAGER 

The appointment of Frank Walsh as 
sales manager of Universal Mills, Fort 
Worth, Tex., -has been announced by 
Gaylord J. Stone, president. Mr. Walsh 
is widely known in the feed industry, 
having served as executive of two large 
milling companies in Texas during the 
past 17 years. He also served as presi- 
dent of the Texas Mixed Feed Manu- 
facturers association. His duties for the 
new firm will be to direct the sales of 
Red Chain and Gold Chain family flour. 
He will assist John L. Baker who was 
recently appointed vice president and 
general sales manager. 
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N 0 ? C 0 X X . . . is a scientific blend of natural 


ce vitamin A & D concentrate and cod liver oil, standardized by chemical, mechan- 
al ical and biological tests. If you have not yet availed yourself of NOPCO Xx, 
= we extend a cordial invitation to join the growing ranks of NOPCO XX users. 
Vena Enjoy the benefits to be derived from NOPCO XX in the form of a controlled 
< product evolved from constant research and tests, and proved by successful 


IOWA WHOLESALE DISTRIBUTORS 


“NOPCO XX has been found by a large 


number of Iowa feed mixers to be the out- 
standing dependable source of Vitamins A 
and D.” That is how Mr. Carl Orsinger of 
Waterloo Mills explains the excellent increase 
they had this year in NOPCO XX sales— 
total volume more than five times that of 
last year. “It is easier for the jobber to sell 
NOPCO XX—and easier for the feeder to 
gain successful results from feeds mixed with 
this dependable Vitamin A and D supple- 
ment.” 

It’s the same story whether your business is 
supplying a Vitamin A & D source to dealers 
or choosing one to mix in your own feeds. 
NOPCO XX does the job better and more 
economically because the vitamin content 
never varies. 

Letters like this one from Waterloo Mills 
Company come to us repeatedly, reporting 
more business. . . more customers through the 
use of NOPCO XX. Once you have tried this 
Vitamin A & D supplement we are confident 
you will share the enthusiasm of these feed 
men all over the country who have found it is 
good business to depend on NOPCO XX. 


results. Write today for further information. 


SNS NATIONAL OIL PRODUCTS COMPANY, INC. 
Mri Essex St., Harrison, N. J. 
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Noah Vess, the Blind Miller 


A Beacon of Courage 


N inspiring story of courage and per- 

severence is that of Noah Maryland 
Vess who operates a mill at Crooked 
Creek, N. C. Tribute to him was recently 
paid by the Richmond Times-Dispatch, 
Richmond, Va., in an article in its Sun- 
day magazine. It follows: 

“Noah Maryland Vess is the blind mil- 
ler of Crooked Creek, N. C., his story is 
a beacon of courage to all who face life 
with a handicap. A merry miller, at 24 
years blindness from an unknown cause 


struck him. It sapped his will, and he be- 
came a bitter drifter, quitting his mill and 
wasting 30 years in self-pity. 

“But five years ago, at the age of 58, 
‘he remembered the pleasant hills of his 
youth, the murmur of his mill race, and 
the busy roar of wooden gears. If only 
he could be a miller again, he argued, he 
might regain the happiness he once had 
known. 

“And so he restored his dilapidated mill 
and set about teaching his hands to do 
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We Salute... 

THE FEED 
MANUFACTURERS 
OF AMERICA ON 
NATIONAL 

FEED 

WEEK 


N ATIONAL FEED WEEK gives us all the 
opportunity to extend a little extra effort to be of 
SERVICE to the feed industry. It enables us to 
demonstrate how our great industry serves the 
nation. We appreciate the opportunities we have 
had to serve you in the past and anticipate with 
pleasure the possibilities of furnishing you a part 
of your requirements during NATIONAL FEED 
WEEK as well as every week in the year. Write, 
wire or ’phone for our quotations. 


. We Specialize in Dried Milk 
Products for Animal Feed... 


H. A. VANDERHOOF CO. 
BROKERS 


1222 Flour Exchange — Bridgeport 6045 
MINNEAPOLIS, MINN. 


the work of his eyes. Folks about Jack’s 
Creek Station, N. C., now say that Noah 
grinds the finest meal in Carolina. 

“From his home across the highway, 
between Bat Cavé and Old Fort, Noah 
daily strides confidently to his mill. ‘No 
one helps me,’ he said. ‘I can get around 
as good as a person with sight.’ He took 
his caller out the back door and under 
the flume, warning him of a little stream. 
The water from his flume, diverted now 
from the old wheel, poured in a cataract 
down the side. ‘It makes a good shower,’ 
said Noah. ‘When I get hot, I stand under 
that water. It’ll pretty near knock a 
strong man down.’ 

“Noah ran some of his recently ground 
meal through his fingers and called it 
good. ‘Men come to me and tell me how 
they want their meal ground, and I grind 
it their way,’ he said simply. ‘But the 
meal doesn’t satisfy them, and I'll tell 
them, “Let me grind it my way, because 
my fingers have learned to see the meal 
as it should be.” Maybe God made me 
blind so that I could be of better service 
to my neighbors. But my soul wasn’t 
wise enough to see.’ 

“Only the blind can know the utter 
despair of eternal darkness. For years this 
caused Noah Vess to feel that the world 
had been unkind. He forgot the mill, for- 
got his youth, his ambitions . . . all was 
obliterated by the eternal darkness. But 
Noah, after 30 years of black despair, 
suddenly realized that man can get from 
life all the happiness he wants if he just 
has the courage. And so back to his mill 
went the blind miller. 

“The old mill off Route 64' is a beautiful 
sight. It is one of the old-fashioned mills 
with the giant wheels and the weather- 
beaten boarded housing. But the blind 
miller knows every inch of it, every sound 
is music and the music of the mill race 
is the sweetest on earth to Vess. 

“Few know of the location of the old 
mill, but it is a spot worth the visit of 
any lover of antiques, nature, and of 
things old but treasured. 

“Unable to see the finished product of 
his labors, Vess fingers have become—as 
in the many cases of blindness—super- 
sensitive and it is easy for him to sort the 
rough from the pure grain. Just by dip- 
ping a hand in the meal, he can judge its 
quality unfailingly. 

“This man of courage is an inspiration 
to see . . . striding about his old mill 
with the confidence of youth, ‘seeing’ to 
this and that mechanism, but always with 
the eternal blackness before his eyes. He 
has been back five years and he looks 
many years younger, friends say. 

“And so—after 30 years—he is back. 
And he says again, ‘Maybe God made me 
blind so that I could be of better service 
to my neighbors’.” 


@ W. R. EMBLETON, president, Gen- 
eral Commodity Corp., Buffalo, N. Y., 
has announced the resignation of Otto E. 
Auerbach who has been secretary of the 
firm. Mr. Auerbach is expected to or- 
ganize his own company to handle grain 
at Buffalo. ‘The General Commodity Corp. 
will continue in the grain and feed busi- 
ness as heretofore. 
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Green Valley 


Firm 


Goes Modern 


With New Elevator 


And Feed Mill 


This modern plant stands like a monument in Green Valley. 


combination grain elevator and feed 

mill, the newly completed plant of 
the Farmers Elevator Co. Coop., Green 
Valley, Wis., towers above the country- 
side. Norman H. Berner, manager, is 
proud to show it to you for he is confi- 
dent that he has persuaded his directors 
to make a good investment and that the 
plant will soon pay for itself. 

The move for modernizing was prompt- 
ed by the fact that the old warehouse 
which housed the machinery and stored 
the feeds began to sag and bulge. It was 
either a question of tearing the structure 
down and erecting a new and larger one or 
supplementing it with an adjoining build- 
ing. The old quarters had also proved 
inadequate to handle the rapidly increas- 
ing business. 

Today the Farmers Elevator Co. Coop., 
is ready to accommodate its customers 
with speed and efficiency and to give them 
the benefits in economy of operation made 
possible by the modern plant. Through- 
out, the structure and machinery are ar- 
ranged with the convenience of the patron 
in mind. 

Driveway is Enclosed 

One noticeable feature is an enclosed 
driveway. This is located between the 
new elevator and feed mill and the old 
warehouse which has been completely re- 
juvenated. The farmer can unload his 
grain and reload in complete comfort. If 
it is cold, folding doors on both sides of 
the driveway can be closed. There is suf- 
ficient room to accommodate four or five 
trucks or wagons at one time. 

Unloading the grain and reloading the 
processed product is child’s play. The 
farmer merely opens the sacks and dumps 
the contents down into an iron grate in 
the floor of the driveway. He then moves 
on ahead to let the next customer unload. 


eon the last word in a 
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Within two minutes he is piling the filled 
sacks back on his truck, again with a 
minimum of effort as the unloading plat- 
form is above truck level and he merely 
drops the bags downward. Should he de- 
sire to take home some commercial feeds, 
a block of salt, some poultry remedies or 
any of a score of other commercial pro- 
ducts the firm handles he can walk around 
his truck to the other side of the drive- 
way. There, also, merchandise can be 
loaded on from an elevated platform. The 
entire side of the old warehouse and new 
section is open, permitting the farmer to 
view the stock piled neatly in the rear 
and to look over the displays which are 
placed up front. 


General interior view showing mixer on ceili 


The new Farmers Eelevator Co. Coop., 
plant was completely designed and built 
by the T. E. Ibberson Co., Minneapolis, 
and was equipped by the Strong-Scott 
Mfg. Co., also of Minneapolis. It was 
constructed to conform to all of the re- 
quirements of the state industrial com- 
mission on safety and fire hazards. 

Building Slip-Jointed 

The entire building is slip-jointed so 
that sagging in one part will not affect 
another. Even the hand rails on the stair- 
ways are free-hanging. A man-lift and fire 
escape give easy access to the inside and 
outside. Ventilators are also provided on 
the roofs of each section. These keep air 
circulating and prevent stored grain and 
feed from heating when the sun beats 
down. Galvanized iron products are used 
for an outside covering and all floors are 
of maple. 

Impressive to any one who visits the 
plant and, naturally, to the customers is 
the tidy appearance within. Every pre- 
caution has been taken to eliminate dust. 
The walls are painted with two coats of 
flat white and one coat of white enamel. 
As Mr. Berner expresses it, ‘‘you can eat 
right off the floor at any time.” 

There are 16 bins in the plant designed 
for retailing to the farmers as well as 
shipping on cars, receiving grain from 
cars and receiving grain from farmers in 


(Continued on Page Thirty-five) 


scale and electrical controls.. 
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Aggressive New York State 


Overcome Varying Problems 
@ Adapt Business Methods to Meet Changes 


WENTY miles northwest from the 

New Jersey end of the George Wash- 

ington bridge, suspended above the 
waters of the Hudson river and well out 
of the traffic which speeds east and west 
to and from New York City, we came to 
Suffern and its 3,757 population just over 
the line in Rockland county, New York 
State. Just around the corner from the 
main shopping street is the store of C. B. 
McPhillips. 

Mr. McPhillips is a conservative who 
takes seriously the advice of Omar to take 
the cash and let the credit go. “I’ve fig- 
ured it out both ways,” he said. “I do 
some dairy business but most of it is with 
poultry farms. At least half of it is cash 
and carry.” 

He sells standard brands with a well- 
known commercial line as a leader, sells 


‘seed, including packages for the family 


garden, feeds, fertilizers, dog and pet food, 
chicks and poultry supplies. He caters to 
the cash and carry trade by making side- 
walk displays and prides himself upon the 
promptness with which he makes deliveries 
of all orders which have to be delivered. 
But in all cases he watches costs and is 
convinced that there is grave danger in 
spreading out over too much territory, 
competing in extending credit and on 
prices and making sacrifices in other dir- 
ections for the purpose of getting volume. 
Chester Grange Store 

Up route 17 on the concrete highway, 
we came to Chester, where we saw the 
long low building of the Chester Grange 
feed store. This we found was not oper- 
ated by the grange but W. R. Conklin, Jr., 
who with his father took over the business 
after a $50,000 fire in January 1929. In 
spite of the fact that the loss in grain was 
some $30,000 and the depression got un- 
der way within a year, the store has con- 
tinued to prosper. 

Chester lies in the dairy section of 
Orange county and three-quarters of his 
business Mr. Conklin does with dairy 
farmers. He mixes feed on order for the 
customers who demand it but features 
standard brands. 

Mr. Conklin believes in giving personal 
service to his customers and does not em- 
ploy a salesman. When he has something 
to offer which he believes should be called 
to the attention of any of his customers, 
he visits them and tells them about it. 

Still driving on the same route we saw 
a race track at our right and bill boards 
telling about the Hamiltonian. We were 
approaching Goshen, famous for its har- 
ness racing, where millionaires congregate 
during the racing season to match the 
speed of their own horses with those of 
other owners. Here, horse feed takes its 
place along with dairy and poultry feed 
and the oldest dealer in town is Arthur 
A. Stevens. 
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Four busy eastern feed mills — upper left, the plant operated by Elmer Van Keuren, Pine Bush, 
N. Y.; upper right, the Howland Baxter store at Marlboro, N. Y.; lower left, the Chester Grange feed 
ag nag “4 4g Y.; and lower right, Arthur Stevens standing on platform in front of his warehouse 
at Goshen, N. Y. 


He insists that credit has become one 
of the most difficult problems in the feed 
business. It is not so hard to get volume 
but when you do get it, he has found, it 
is not so easy to make money on it. For 
many years, he strove to increase his vol- 
ume every year but found that the more 
business he did the less money he made 
because of credit losses and too high de- 
livery costs. 

Since then, he has been cleaning house. 
He is not doing as large a volume of busi- 
ness but he is making much more profit 
on what he does. Instead of seeking more 
and more customers, he has adopted the 
policy of selecting those to whom he sells 
by extending credit to only those he is 
confident are first class credit risks. He 
is certain this is the sanest and best way 
of doing business these days when so many 
more of the feed dealer’s customers have 
fewer assets than they did have in the old 
days. 

Driving on toward the east to Wash- 
ingtonville, we came to the store of Frank 
Brown. Here business is done on a sched- 
ule. Practically all of the trade is done 
with dairy farmers having herds of from 
25 to 125 cows. Only 4 per cent is done 
with poultry farms. A salaried salesman 
who sells, collects, handles any complaints 
and is able to lend his hand at anything 
which needs to be done in the business 
calls once every two weeks on the custom- 
ers. All routes are carefully planned 
both from the selling and delivering point 
of view. The salesman calls with the regu- 
larity of a railroad time table and as he 
takes the orders he telephones them in so 


that loads can be made up at once. In 
case the store desires to get in touch with 
him at any time, the schedule kept in the 
office shows exactly where to find him on 
that day and at what time. 

The same type of schedule is applied to 
credit. A credit limit is determined upon 
for each customer. Each month the book- 
keeper makes a note of all customers 
whose balances are increasing. The names 
and the records of these are gone over by 
Mr. Brown and action decided upon. It 
is found that not allowing any customer 
to run up too high a balance serves both 
to keep down credit losses and to hold 
customers. 

Custom mixing is done by this firm but 
every effort is made to persuade the farm- 
ers to use commercial brands which Mr. 
Brown sells. He advertises these in the 
local newspapers, gives away calendars 
each year and sometimes distributes caps 
which he obtains from the feed manufac- 
turers. 

Leaving Washingtonville and driving 
northwest we arrived at Pine Bush, a vil- 
lage which the 1930 census credits with a 
population of 812. Here the firm of Elmer 
Van Keuren has the largest layout of any 
which we have visited on the trip. The 
company sells coal, lumber, cement, etc., 
as well as feed and grain. A good deal of 
oat meal is also sold for human consump- 
tion. In many ways the establishment is 
reminiscent of the old time country store. 
Located on the railroad where it crosses 
the main highway, the store is a natural 
place for farmers visiting town to stop. 

The farms in this section are smaller 
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than they are in many other parts of the ; 
county. The average herd of cows is about 

30 and there are no large poultry farms. 

Perhaps that is one of the reasons why out 

customers come to this store, make their 


purchases and take away what they have 


bought. Mr. Van Keuren says that less 
than half of the grain and feed he sells th t 
has to be delivered. The rest is taken a 


away by the farmers when they buy it. 


In fact, the farmers appear to like to come 

to the store, talk over things with Mr. Van / 
Keuren and meet some of their neighbors. 

The advertising done by this firm is in € 


the local newspaper. 
Howland Baxter Store 

Almost directly east of Pine Bush and =, ( I 
on the west bank of the Hudson river is 
Marlboro in Ulster county. Here, condi- rowing aqway 
tions we find are quite different from those a a < 
in any other town we have visited. This Ga 
is a fruit section. There are no dairy left in the 
or poultry farms such as are to be found 4 is richest in the best 
in Orange county. Each farm has some 
use for feed of one kind or another but 
as tractors replace horses, this demand per 
farm is growing less and less. Howland 
Baxter who has been in the feed business 
in this town for 37 years believes he has 
solved the problem as far as he is con- 
cerned. 

He has figured out routes on which a 
truck load of feed can be sold. Some of 
these routes may take‘a day to cover. 
Some not more than half a day. In the 
morning the truck is loaded with the par- 
ticular kind and quantities of feed and 
grain which experience has demonstrated 
should be sold on that route. The driver, 
< Isn’t it time to step out and offer poultrymen something better and 
the route delivering as he sells. en he : 4 
~segennectebw ip nt he returns to the UNlike any other feed? Only then , can you expect poultrymen to give 


store and, if it is a half day route, he yOU more attention and more business ! ! ° 
puts on another load and starts out in the Pratts “Crop-Solid” Laying Pellets is the feed you need. It has many 
afternoon on the afternoon route. 

unusual sales points. Here is just one: 


Mr. Baxter says that this system has POULTRYMEN WHO FEED MASH MAY THROW AWAY EGGS! 
cut down the cost of doing business toa WHy?? 
point where there is a profit in it and BECAUSE hens fed e 
: : : gg mash may leave much of the milk, meat-meal, alfalfa, and other 
point high priced, protein rich ingredients, in the hopper uneaten. 
t t This left over feed often analyzes 2 to 4% higher in protein than the original mash itself. 
roe Pgh € was fortunate in having = Thaz’s proof the hens reject a lot of the best egg making parts of the mash. 


So, in each town visited, the dealers = ag shen sarge Solid” La Pell Fact 
is trying to solve them in the most satis- 4 whole pellet. The high priced . . . the rich, 
factory manner. This is a territory where egg making parts of feed, are given in a P esi 
a drive of a few miles may bring one to that’s eaten—greedily ! ! Rileoe egg money comes 
an entirely different type of farming. In rolling in. 
one section the farmers are specializing on No matter how good a feed, the hen must eat it 
market gardening, using tractors and per- all to make the most eggs. Otherwise poultry- 


PRATT FOOD COMPANY, Dept. FB9 
Philadelphia, - Pa. 


Please send me full details on Pratts 
“Crop-Solid” Pellets with Facts that 
sell poultrymen. 


haps do not have a single animal on the men will throw away eggs. Name 
place. The feed dealers in these sections Many such startling facts about feed are helping ! Address 
have either gone out of business altogeth- Pratt dealers get big tonnage. Send coupon to- 

er or are giving practically no attention to day and find out how to give your poultry feed Town 
feed,selling coal,lumber,hardware, building sales a tonic, too!! | State 


supplies and the like instead. An example 
of such a dealer is J. M. Barnes & Co., 
Central Valley. The story here is that the 
large estates are no longer using horses 
to the degree they did before the auto- 
mobile. The farmers have become largely 
truck farms with tractors displacing 
horses. There are not enough dairy and 
poultry farms within a reasonable delivery 
distance to make the feed business pro- 
fitable. Accordingly feed is sold more as 


HOG. .HORSE...DOG ond RABBIT FEED 
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TO FEED MANUFACTURERS 


OF UTMOST IMPORTANCE 


Must Register Their This 


Do you know that you can now fortify your feeds with Vitamin 
E, using ADM cold-pressed Wheat Germ Oil, and make 
an extra profit besides? 

We know that you have too many extra ingredients now— 
that there’s no limit to the extra ingredients you could add; 
that each one raised your costs a few nickels a ton, making 
it harder for you to sell your feed on account of the extra 
price you have to get for it. 

But with Vitamin E it is different. You can sell a Vitamin E 
fortified feed at the same price as ordinary feeds and can 
actually make an extra profit under our Saturation and Main- 
tenance Feeding Program. 


The Saturation Method 


As most cows with breeding trouble have been deficient in 
Vitamin E in various degrees over a long period of time, the 
approved and most efficient method of treating them is to 


WE HELP YOU RECONSTRUCT YOUR FORMULAS 


We will be glad to help you reconstruct your formulas to incorporate 
Wheat Germ Oil concentrates or to build new formulas in line with the 
latest developments in animal nutrition. This service, in charge of some 


of the country’s foremost experts in this field, is available without charge. 


THIS STAFF 
HELP YOU 
Write us your prob- 
! lem, giving us your 
present formulas and 
information about 
hag local farm feeds. We 
believe that our staff 
will help you to even 
> greater profits. 


give a saturation dose (4 oz.) of Wheat Germ Oil at the start 
of the treatment and follow that by using a standardized 
Vitamin E fortified feed in their daily ration. For this feeding 
method, ADM cold-pressed Wheat Germ Oil in convenient 
cans and ADM Vitamin E concentrate are available to feed 
mixers—and the profits from the sale of the oil more than 
compensate for the slight additional expense of adding the 
concentrate to the feed. 


We want to tell you more about this—why cows need more 
Vitamin E than is found in ordinary dairy rations—and just 
how you can fortify your feeds and how everybody can make 
more money. The farmer gets a bigger milk check; 
dealers get an extra profit and a real story to tell and you get 
feeds that are easier to sell at no sacrifice of profits. You need 
this information now—before you register your feeds this 
fall—so fill out the coupon and mail it to us today. Don’t 
delay, as this is of utmost importance to you. 


YOUR CUSTOMERS ARE DEMANDING 


VITAMIN “E” FORTIFIED FEEDS 


Breeding troubles are the biggest problem to 
the dairy farmer today. Vitamin E is becoming 
the most talked about of all the Vitamins! 
Farmers are becoming more and more aware 
of the need for Vitamin E and are beginning 
to demand it in their dairy feeds. The Archer- 
Daniels-Midland Company, through its wide 
educational program, is reaching millions of 
the best dairy farmers in the country, as well as 
co-operating with the various agricultural col- 
leges, veterinarians and owners of large herds. 
There is a ready market for Vitamin E fortified 
feeds and scores of leading feed manufacturers 
are already supplying them. 


Comm 


ARCHER-DANIELS-MIDLAND C' 


625 ROANOKE BUILDING 
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It is estimated that millions of dollars 
are lost to dairymen every year through 
slow-breeding or non-breeding cows, 
and loss of milk production caused by 
breeding troubles. 

Your cows may be getting ony of 
feed but may be starving for lack of the 
one vital food element—Vitamin E, which 
is so necessary for reproduction. Recent 
scientific studies have shown that many 
cows are not getting enough Vitamin E 
to enable them to breed regularly, have 
healthy calves, and give satisfactory quan- 
tities of milk. 

Cows are also wearing out before their 
time. Instead of producing profits up to 
twelve years of age as they should, they 
now become “star boarders” at seven 
years—after only four freshenings. Ex- 
periments point to lack of Vitamin E as 


World, Jersey Bulletin and others. 


OMPANY 


MINNEAPOLIS, MINNESOTA: 


THE FACTS ABOUT VITAMIN “E” 


YOUR CUSTOMERS KNOW ABOUT IT...DO0 YOU? 


Reductions of some of the advertisements which are appearing 
in current issues of Breeders’ Gazette, Hoard’s Dairyman, 
Ayrshire Digest, Guernsey Breeders’ Journal, Holstein Friesian 


MAIL TODAY 


a cause. Scientists and practical breeders 
have found through numerous experi- 
ments that many of these breeding trou- 
bles can be overcome by —, feeding 
cold-pressed Wheat Germ Oil—the rich- 
est natural source of Vitamin E. Imme- 
diate results have been noted in over 
70% of the cases. 


Results of Practical Tests 


Tests have shown that the average dairy 
ration may be alarmingly deficient in 
Vitamin E. Most dairy cows suffer from 
insufficient Vitamin E for their bodily 
needs. In ground grain or ordinary mill 
feeds Vitamin E may be almost entirely 
lacking, and green feeds are not a sub- 
stitute for Wheat Germ Oil in supplying 
enough of the Vitamin for the modern 
dairy cow. 
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ARCHER-DANIELS-MI 
625 Roanoke Building, 
Minneapolis, Minnesota 


formation. —— 


I am interested in additional facts and data on the need for 
Vitamin E in dairy rations, and methods of fortifying mixed 
feeds with Wheat Germ Oil. Please rush me at once free in- 


‘ 
da Is Th ing. 
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FILL IN AND MAIL THIS COUPON ! 


DLAND COMPANY, 


am a dealer. 


I am a manufacturer 


Firm” 


Individual 

& Address 
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Carload Lots 


An Illinois dealer who bought his son 
an electric train for Christmas last year 
permitted him to set it up in the display 
window of his store. He put miniature 
sacks of feed in several flat cars and the 
toy train was kept in operation going 
around its circular track. In the back- 
ground a large placard read, “We Buy 
Our Feeds in Carload Lots, Passing the 
Savings on to You.” The display had suf- 
ficient action to attract attention and also 
impressed the customers with the fact that 
the dealer was working in their interests 
when he purchased in large volume. It 
encouraged them to buy particularly be- 
cause the prices per ton were posted be- 
low the large placard. 
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Fall Oddities 


During the fall months farmers are har- 
vesting their corn, po_atoes, pumpkins, etc. 
Usually they find one or two specimens 
that have grown in odd shapes such as a 
stalk of corn with two cobs, a fotato 


v 


Meal 


FITS INTO THE PROGRAM 


Bitter Fiding Brings Profits 
BY GIVING FEED MIXERS 
IN NATIONALLY ACCEPTED FORM 
IN NATIONALLY AVAILABLE FORM 


COTTONSEED MEAL 
IN THE MIXTURE | 


MAKES EASIER SALES , 


OCTOBER 


that resembles a man and a pumpkin that 
is unusually large or peculiarly shaped. 
One Wisconsin dealer advertises asking 
the farmers to bring these oddities to the 
store. He arranges a window display in 
connection with his feed and offers mer- 
chandise prizes for the one judged to be 
the most unusual. The local newspaper 
is glad to publish an article and the dealer 
thus gets free publicity as well as attract- 
ing attention to his window and the dis- 
play of his products he has featured in it. 


Fall Window 


An unusual effect in window displays 
has been achieved by a Wisconsin feed 
dealer. He took a large piece of brown 
paper and in the center made a large cut- 
out to resemble an oak leaf. Visible 
through this opening was an attractive dis- 
play of dairy feed with a reminder to use 
the dealer’s brand to get maximum pro- 
duction after the herd was taken off pas- 
ture. The window display centered the 
customer’s attention on one product and 
proved to be effective in helping to in- 
crease sales. 


Hallowe’en Masks 


A New Hampshire feed store was al- 
most submerged by kiddies and their par- 
ents when the dealer thought of a stunt to 
attract trade during the month of October. 
He purchased several gross of Hallowe’en 
masks with the name of his brand of feed 
printed on the forehead. One was given 
away with each $2.00 purchase. The news 
spread like wildfire and farm boys and 
girls literally dragged their parents into 
the store to obtain a mask for their school 
or community Hallowe’en party. The in- 
creased business done more than repaid 
the dealer for the cost of the masks. 


Overall Ads 


Every farmer can use an extra pair of 
overalls and the gift of such apparel is 
greatly appreciated. So reasoned an Iowa 
dealer who ordered a large lot of gar- 
ments in different sizes with his firm 
name and brand of feeds lettered across 
the front. Every farmer who purchased 
a ton of feed received a pair. The idea 
aroused the curiosity of neighbors who 
were induced to buy at the store and the 
overalls served as a constant reminder to 
the farmer wearing them to use the 
dealers brand of feed. Caps with the 
name of the firm were also distributed to 
those making purchases of $2.00 or more. 


@ M. E. SHURTLEFF, the Shurtleff Co., 
Elgin, Ill., recently returned from a vaca- 
tion in Canada. He was accompanied by 
his family. Mr. Shurtleff is a director of 
the Central Retail Feed association. 
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Short Cuts to Savings Help Remer 
Build Up Bigger Profits 


e Successful Michigan Store Founded in 1881 


“WW: have cut overhead costs by 


a considerable margin, by three 

methods,” says Don J. Remer, 
proprietor of Remer’s elevator, Cedar 
Springs, Michigan. “Two years ago we 
installed a 20-ton scale. This has a 
concrete platform and measures 9x22 
feet. Previous to this, we used in mill 
and warehouse a small platform scale. 
The big scale has decreased overhead to 
to a large degree and at the same time 
has been much more convenient. 

“Second, we pick up our commercial 

feeds from mixing plants in Grand 
Rapids, 20 miles away, in our own 
trucks, thus saving transportation charg- 
es and also enabling us to get whatever 
we want when we want it. Grand Rapids 
is also a market where we sell grain and 
beans. By bringing back a return load 
of feeds, we can divide the transporta- 
tion costs of the trip between the out- 
going and the incoming load and so make 
both more profitable. 

Buy Gasoline in Bulk 

“Third, we have our own gasoline tank 

and pump. We do not sell gasoline but 
keep it entirely for our own use. By 
buying 1000 gallons at a time, we save 


.. from 4 to 4% cents a gallon.” 


The Remer elevator was started in 
1881 by E. A. Remer and at that time 
no feed mill was operated. The business 
consisted of a bean and grain elevator 
and a potato warehouse. Don Remer, 
son of E. A. Remer, joined his father in 
the enterprise in 1916. In the meantime, 
truckers cut into the potato buying bus- 
iness. Eight years ago the elder Remer 
died and Don became sole proprietor. 
After his father’s death to counteract 
the loss of the potato business, he. in- 
stalled a feed mill with all new equip- 
ment. This consists of a 35 h.p. Blue 
Streak hammer mill, a %%4-ton Haines 
mixer, corn sheller, corn cracker and 
grain cleaner. All units are operated by 
electric power. 

The mill building and warehouse is a 
two-story structure, 30x110 feet. Custom 
grinding is an important part of the bus- 
iness. This year it has doubled over last 
year and commercial feed sales have 
dropped off some because farmers this 
year have a good grain crop. With nearly 
every job of custom grinding, concen- 
trates or raw materials are sold for mix- 
ing with the farmer’s ground grains. The 
mill is so arranged that customers drive 
to one platform and unload their grist 
and then drive to another and load up 
the ground feed. 

One complete, nationally-known brand 
of commercial feeds is handled. Mr. 
Remer also puts out a chicken starter 
and egg mash under his own brand. Be- 
sides, mill feeds of all kinds are handled. 
Thus, a well-rounded stock of feeds is 
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kept so that any and every desire can be 
accommodated. Poultry and dairy feeds 
are about even in the amount of sales. 
In addition to these feeds, many other 
products allied with them are handled. 
These include such items as hay, straw, 
flour, salt, whole grains, seeds, and poul- 
try and stock remedies. Not so closely 
allied but also handled are coal, fertil- 
izers, cement, brick, lime, sewer pipe, 


Don Remer believes in efficiency 


etc. These all help when sales of feeds 
are down and at the same time bring 
people to the warehouse where they can 
see the whole lline carried. This results 
in some sales of feeds that otherwise 
would not be made. 

Buys Grain and Beans 

Mr. Remer buys grains and beans. 
Farmers as a rule, will buy their feeds 
and similar needs from the same place 
they sell their grains and beans if the 
prices and quality are right. And these 
must be right at Remer’s because they 
still have many members of the same 
families trading with them now that 
started back in 1881. 

The office, display room, and scale 
house is a separate building, 10x16 feet. 
A part of it is furnished with shelves 
where flour, insecticides, and small pack- 
ages of feeds are displayed. These are 
near the entrance and every person en- 
tering the office must see them. 

“We advertise our products the year 
round in our local newspaper,” says Mr. 
Remer, ‘stressing the items which are 
seasonable at the time. We use direct mail 
to some extent, utilizing the literature sent 
to us by the manufacturers of our com- 
mercial feeds. This literature is rather 
extensive and is helpful to the poultry- 
man or dairyman. We have 500 names 
on our mailing list. 

“All four of our regular employes have 
attended the poultry school maintained 
by the manufacturer of one of our com- 
mercial lines and they are qualified to 
give advice on poultry diseases, feeds, 


mixing, the concentrates to use for any 
particular purpose, etc. This fact gives 
us considerable advertising. 

Post Government Reports 

“We make use of all government bul- 
letins on farm subjects. These come to 
use in card form. We staple a number 
of these cards together and hang them 
in our office where customers must see 
them when they come to the wicket for 
weight slips or to pay their bills. We 
have heard many comments on help re- 
ceived from these bulletins. Customers 
appreciate our placing them where they 
can see them. While such things as this 
are goodwill builders rather than pro- 
ducers of direct immediate results, we be- 
lieve they have been very effective in pro- 
moting the sales of our products. 

“We have floor displays constantly in 
our warehouse and in our mill so that no 
visitor to either can miss seeing them. We 
always have a test pen of chickens on dis- 
play fed on our commercial feeds. 

“We do not go out on the farms and 
personally solicit feed sales because this 
encourages the asking of credit, something 
which we try to remain away from. We 
could undoubtedly sell many more orders 
of feeds if we would sell on credit but we 
do not consider such sales profitable. 

“We deliver to our customers if the sale 
is large enough to warrant it—one ton or 
more. We operate a 114-ton truck and 
keep this busy most of the time in deliv- 
ery, pick-up and hauling grains to mar- 
ket.” 

Remer’s has been connected with Cedar 
Springs history so long that it would be 
difficult to imagine the village without this 
pioneer concern. Through all the years 
the concern, like the village, has kept up 
to date. Among the factors that have 
kept it up to date are the installation of 
equipment that has cut overhead costs. 


@ FREDERICK THIEL, son of A. C. 
Thiel, feed dealer at Slinger, Wis., was 
star catcher on the Slinger baseball team 
which recently won the Land of Valleys 
League championship. His father reports 
that he expects him to be equally profi- 
cient in catching orders after he hangs 
up his glove for the season. 


@ GEORGE A. KUBLIN, manager of 
the Archer-Daniels-Midland Co., Buffalo, 
N. Y., has joined the staff of the Federal 
Surplus Commodities Corp., Washington 


@ STOUGHTON GRAIN CO., Stough- 
ton, Mass., is opening a retail feed store 
at 12-14 Potter street. Feeds and supplies 


for the poultry and dairy trade will be 
handled. 
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EMPLOYMENT BUREAU 


A complimentary, confidential service— 
address your inquiries to The Feed Bag 


POSITIONS WANTED 
Salesman or Warehouse Manager—20 years’ 
experience. Wisconsin territory preferred. Good 
references. Refer to No. 98, The Feed Bag, 
Milwaukee, Wis. 


Salesman—Feed or fertilizer. Fifteen years 
experience in feed trade in Southern and Eastern 
states. Age 44, married, one child. Excellent 
references. Refer to No. 682, The Feed Bag, 
Milwaukee, Wis. 


Mill manager or salesman—south or southwest 
preferred. Feed miller by trade and knows poul- 
try and livestock. Wide experience, good refer- 
ences. Age 45, married, no children. Refer to 
No. 683, The Feed Bag, Milwaukee, Wis. 


Salesman—Milwaukee or Madison territory. 
University graduate school of agriculture. Some 
experience. Age 22, single. Refer to No. 684, 
The Feed Bag, Milwaukee, Wis. 


Manager or agent--Twelve years’ experience 
in grain trade, also experience in selling farm 
machinery and equipment. Middle west location 
preferred. Age 40, married, three children. Refer 
to No. 381, The Feed Bag, Milwaukee, Wis. 


Salesman—-Eastern Wisconsin territory  pre- 
ferred. 15 years’ experience selling flour, feed, 
merchandise and farm machinery. Good refer- 
ences. Refer to No. 781, The Feed Bag, Mil- 
waukee, Wis. 


Purchasing agent, extensive experience in feed 
industry, wishes new connection. Served ten 
years with leading agricultural school. Under- 
stands markets and has many valuable connec- 
tions in industry. Executive type. Graduate of 
Massachusetts agricultural college. Position with 
large commercial feed manufacturing concern 
desired. Write 783, c/o The Feed Bag, Milwaukee, 


Wis. 


Manager or Ass‘stant in feed or grain business, 
experience in purchasing, selling and office, also 
trading and importing. Age 37, married, 1 child. 


FOR... 


Refer to No. 881, The Feed Bag, Milwaukee, Wis. 

Chemist or Laboratory Technician—Two years 
experience as chemist and laboratory assistant. 
Good references. Age 23, single. Refer to No. 
882, The Feed Bag. 


POSITIONS AVAILABLE 


Salesman to cover eastern territory on full line 
of milk products for animal feed, including dried 
skim milk, dried buttermilk, condensed butter- 
milk and dried whey. Reliable firm known by 
dealers from Maine to Florida. Hard worker can 
make good money. Refer to No. 686A, The Feed 
Bag, Milwaukee, Wis. 


Salesman—Experienced feed or ingredient 
salesman to sell high grade dehydrated alfalfa 
meal as side line on commission basis. Indiana, 
eastern Ohio, and Pennsylvania, southern Ohio 
and Kentucky and southern Michigan territories 
ag Write 781A, c/o The Feed Bag, Milwaukee, 

is. 


Manager or Assistant Manager—-Undersigned 
would like to correspond with manager or assist- 
ant manager of yard handling lumber, building 
material, feed, coal and buying grain. Person 
may be now employed by some cooperative ; must 
be young, have good personality, hard worker, 
profit minded and accustomed to stiff competi- 
tion. All replies confidential. Refer to No. 910A, 
c/o The Feed Bag, Milwaukee, Wis. 


Feed Salesman who has feed dealer and eleva- 
tor acquaintance in Central Ohi» territory. This 
is one of the fastest growing Feed concerns mak- 
ing complete line of Feeds and Concentrates, 
including pellets. Give complete’ information 
about yourself. Replies strictly confidential. 
Write 1081A, c/o The Feed Bag, Milwaukee, Wis. 


Conduct Vitamin E Tests 
On Dairy Cattle 


“A unique test, unparalleled in scienti- 
fic research practice,’ states Dr. A. J. 
Pacini, widely known expert in such mat- 
ters. “is being conducted in which dairy 
farms are serving as practical laboratories 
to corroborate recent discoveries in the 


CALL... 


science of animal nutrition that promise 
to be of utmost importance to the dairy 
industry. 

“These discoveries relate to the lesser- 
known vitamin E, the so-called fertility 
vitamin,” said Dr. Pacini. “It has been 
found that, contrary to traditional opin- 
ion, the average dairy ration may be 
alarmingly deficient in this important 
food element and that this deficiency ap- 
pears to result in a number of breeding 
difficulties which have long perplexed 
dairymen. 


“These breeding troubles are of grave 
concern to all dairymen who not uncom- 
monly report a reduction in the milk- 
producing life of their cows from ten to 
an average of only four years. It has been 
obvious, not alone to technical scientists, 
but to herd owners, that something must 
be lacking in the cow’s diet, but until re- 
cently it has not been disclosed.” 

Continuing his report, Dr. Pacini said, 
scientists both here and abroad have deter- 
mined that, by adding to the usual dairy 
ration small amounts of wheat-germ oil, 
rich in vitamin E, breeding troubles ap- 
pear to be overcome in the majority of 
cases. To get certain proof under all ac- 
tual farm conditions, this test program 
was organized. Whenever possible, tests 
are made under a veterinarian’s super- 
vision. Results when completed and com- 
piled will be made available to the public.” 

This testing program under Dr. Pacini’s 
direction is sponsored by the Archer-Dan- 
iels-Midland Research Laboratories of 
Minneapolis. 


STORMY 


PHONE: Two Trunk Lines, 4-5177, 4-5178, Direct Western Union Wire in our office 


IOWA FEED CORPORATION 


DES MOINES 


IOWA 
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Otto F. Bast Retained As President 


Of National Association 


TTO BAST, Bast Grain Co., Minn- 
— eapolis, Minn., was re-elected presi- 

dent of the Grain & Feed Dealers 
National association at the 42nd annual 
meeting of that organization held Septem- 
ber 26 and 27 at the Royal York hotel, 
Toronto, Canada. 

Mr. Bast headed a slate of officers all 
of whom were re-elected. Others who re- 
tained their posts are E. H. Sexauer, 
Brookings, S. D., first vice president, and 


‘F. A. Theis, Kansas City Mo., second 


vice president. 

Storms in the eastern cities had a detri- 
mental effect on attendance, yet more 
than 400 registrations were recorded for 
the sessions, an increase over that of a 
year ago at Dallas, Tex. 

The convention was opened with an 
official welcome from Ralph C. Day, 
mayor of Toronto, who expressed the ap- 
preciation of his city for its selection as 
the site of the national meeting. In re- 
sponse, F. P. Heffelfinger, Monarch Ele- 
vator Co., Minneapolis, thanked the 
mayor for his courtesy. 

One of the featured speakers of the 
morning session of the first day was Leroy 
K. Smith of the Federal Crop Insurance 
Corp. Washington, D. C. He said that 
although crop insurance was only avail- 
able on wheat this year, it may be extend- 
ed to other crops in 1939 due to the suc- 
cess of its first year of operation. 

Mr. Smith pointed out that wheat in- 
surance covers only 50 to 75 per cent of 
the average crop on any farm for the past 
10 years. The AAA has figures for the 
past 10 years and the farmer furnishes his 
figures or estimates his yield for the pre- 
vious four years. 

According to Mr. Smith, the charges for 
insurance are figured differently for each 
area and average over one bushel per acre. 
Payments are made in wheat or a cash 
equivalent depending upon the choice of 
the farmer. 

Mr. Smith said that the Federal Crop 
Insurance Corp. maintains its “reserves” 
in wheat even to the extent of re-investing 
all cash premiums in that grain. Wheat 
is stored in terminal elevators throughout 
the nation paying a special rate of six 
cents per bushel per year plus one cent 
per bushel handling charge in and out. 
Next year it is expected that wheat will 
be stored in country as well as terminal 
elevators. 

Losses due farmers may be paid in 
either wheat or its cash equivalent figured 
on the prevailing market price. The in- 
surance in all cases covers the number of 
bushels per acre and not cash income per 
acre, Mr. Smith revealed. In this way 
market fluctuations do not affect the 
corporation. 

Mr. Smith estimated that approximately 
250,000 farmers are expected to take ad- 
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e Vote for Uniform 


vantage of wheat insurance this year. 

Also included on the first morning’s 
session was an address by Major H. G. L. 
Strange, Searle Grain Co., Winnepeg, who 
discussed the “Wheat Problems of West- 
ern Canada.” 

The commodity exchange conference 
was held at noon of the first day with Mr. 
Theis presiding. A uniform grade con- 
ference was held simultaneously with Mr. 
Sexauer in the chairman’s chair. 


Convention Notes 


Forest Moyer, secretary of the Kansas 
Grain, Feed & Seed Dealers association, 
was re-elected chairman of the Secretaries’ 
Circle of the Grain & Feed Dealers Na- 
tional association for the second year. 
Those in attendance at the Circle session 
included W. W. Cummings, Ohio Grain, 
Mill & Feed Dealers association; Lewis 
Abbott, Mutual Millers & Feed Dealers 
association; A. H. Meinershagen, Missouri 
Grain Dealers & Millers association; Ron 
Kennedy, Independent Feed Dealers of 
Iowa; Fred K. Sale, Indiana Grain Deal- 
ers association; R. B. Bowden and A. G. 
Kibburtz, Grain & Feed Dealers National 
association, and David K. Steenbergh, 
Central Retail Feed association. 

* * * 


The convention struck a sad note for 
Max Cohn, Sunset Feed & Grain Co., 
Buffalo, N. Y. His wife stubbed her toe 
on a mat in the lobby of the hotel and 
fractured her kneecap. She was operated 
upon on September 28 at Toronto general 
hospital. The condition of her knee is 
serious. 


* * * 


Ron Kennedy, secretary of the Inde- 
pendent Feed Dealers of Iowa, went broke 
on a spending spree in Toronto. He pur- 
chased three large cartons of mostly Eng- 
lish China. “They are for wedding pre- 
sent,” says Ron—BUT some of his friends 
suspect that the wedding may be his own. 
How about it, Ron? 


Ed La Budde, La Budde Feed & Grain 
Co., Milwaukee, Wis., saw Niagara Falls 
for the first time. He was so enthused he 
almost fell in the swirling waters. 

* * * 

G. G. Steere, president of the Fernando 
Valley Milling & Supply Co., Van Nuys, 
Cal., had to resort to air travel to attend 
the meeting due to the terrific storm in 
the east. “Mr. Steere and his wife came 
via Boston but due to the crippling of 
transportation facilities they had to take 
a plane to Albany and caught a teagyyrom 
there. The air trip was cut short because 
Mrs. Steere doesn’t like planes. 


Feed Trading Rules 


Topping the first day’s program was an 
interesting talk on the “Problems of 
Trucking Competition” by Frank M. 
Stoll, secretary of the Associated South- 
west Country Elevators, Kansas City, Mo. 
Mr. Stoll’s talk is published elsewhere in 
this issue. 

Tuesday’s session was opened by George 
E. Booth, Lamson Bros. & Co., Chicago, 
who discussed ‘Crop Loans in the United 
States.” Herbert L. Bodman, Bodman & 
Co., New York City, followed with a talk 
on “Governments and the Export Busi- 
ness.” 

At noon the annual feed men’s luncheon 
was held with an overflow attendance. E. 
C. Dreyer, Dreyer Commission Co., St. 
Louis, Mo., had charge of arrangements 
for the affair and received a round of 
applause for the exceptional program he 
concocted. 

The featured speaker at the luncheon 
was Herman Fakler, Millers National Fed- 
eration, Washington, D. C. Mr. Fakler 
held the attention of every one present 
with his report on the “Fair Labor Stand- 
ards Act of 1938.” His address is publish- 
ed elsewhere in this issue. 

David K. Steenbergh, managing editor 
of The Feed Bag, gave a report on Nation- 
al Feed Week, which is celebrated from 
October 17 to 22. A great deal of interest 
was evidenced in the arrangements for the 
Week,. which was originated last year by 
the staff of The Feed Bag. 

The annual banquet was held in the 
evening of the second day. F. T. Carnegie. 
Toronto, presided, Hon. Gordon D. Co- 
nant attorney general of Ontario was the 
featured speaker. 

The association went on record as favor- 
ing the adoption of uniform trade rules 
covering transactions in feed and accepted 
the invitation of the Millers National Fed- 
eration to meet and consider plans to put 
a suitable program into effect. 

A resolution was also adopted endors- 
ing the efforts of the Associated South- 
west Country Elevators in combating itin- 
erant trucking. 

The problem of liens and mortgages on 
grain purchased was discussed and in a 
resolution the following steps for a solu- 
tion were recommended: 

1. Encourage state legislation requiring 
all types of liens and mortgages on grow- 
ing crops to be filed in county records. 

2. That the National association recom- 
mend to the state and regional associa- 
tions some uniform program which can 
be followed. 


@ FRANK M. TULLY, agent, the Great 
Atlantic & Pacific Tea Co., has moved his 
offices from 1104 Hodgson building to 711 
West Lake street, Minneapolis. 
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Award for meritorious service 


Meritorious Service Award 


For Dr. L. C. Norris 


R. L. C. NORRIS, department of 

poultry husbandry, Cornell univer- 
sity, has been awarded the first annual 
Borden Award for meritorious service for 
research in poultry science by the Pou!try 
Science association. He receives a gold 
medal which carries with it a certificate 
and $1.000 cash award. 

Dr. Norris and his associates were 
among the first research workers to prove 
the importance of vitamin G as a nutritive 
essential in rations for hatchability and 


PAYS 
DEALER 


WITH THIS GREAT NEW PROFIT-MAKING 


SALES CAMPAIGN! 


* 
@ NEW FUL-0-PEP SELLING POINT 


CONCENTRATED SPRING RANGE, 
A SENSATIONAL, PROFIT DISCOVERY 


© BIG ADVERTISING CAMPAIGN 


COLOR PAGES IN LEADING POULTRY 
JOURNALS MONTH AFTER MONTH! 


Let this new Ful-O-Pep cam- 
paign help increase your ton- 
nage and feed profits. Cash in 
on the great new talking point 
of 1938 — CONCENTRATED 
SPRING RANGE, the sensa- 
tional, profitable discovery, 
now added to Ful-O-Pep Egg 
Breeder Mash. It helps feed- 
ers get spring-time egg-pro- 


duction and flock-health the 
whole year round. 


Color page announcements 
on this great discovery run 
month after month in leading 
poultry papers. Help yourself 
and your customers to greater 
profits. Cash in on this great 
Ful-O-Pep campaign. 


SELL FUL-O-PEP AND MAKE MONEY. WRITE NOW TO 


THE QUAKER OATS COMPANY, CHICAGO 


chick growth. The question of vitamin im- 
portance in the milk ingredient of mashes 
for poultry was raised in one of his scien- 
tific papers issued in 1930 and at that time 
he also forecast some of the recent signifi- 
cant discoveries of water-soluble vitamin 
B complex factors. 


DR. L. C. NORRIS 


After the growth and hatchability fac- 
tor of the vitamin G complex has been 
isolated and identified as lactoflavin (rib- 
oflavin) Dr. Norris and his associates es- 
tablished, through feeding experiments, 
the various amounts of the vitamin re- 
quired by poultry for growth, hatchability 
and maintenance. Cornell scientists also 
proved that adequate levels of manganeses 
in properly balanced rations effectively 
prevents perosis or slipped tendon. 

Dr. Norris was selected for the award 
by a special committee of the Poultry 
Science association for his outstanding 
work over a period of years with the con- 
clusion that significant achievement does 
not necessarily begin or terminate in a 
year. During this time more than a score 
of scientific papers were prepared on vari- 
ous poultry research subjects by him and 
his co-workers. 

Dr. Norris enjoys a wide acquaintance 
in the feed industry and was one of the 
principal speakers at the annual conven- 
tion of the American Feed Manufacturers 
association at French Lick, Ind., last June. 
The research work and experiments for 
which he has been honored were conducted 
at the Cornell university agricultural ex- 
periment station, Ithaca, N. Y. 


@ EARL WINCE has sold his feed store 


at Sistersville, W. Va., to the New Mar- 
tinsville Grocery Co. 


@ HARVEY F. GRUVER, founder of 


H. F. Gruver & Son, Allentown, Pa., died 
recently at the age of 77 years. 
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Klevated Rack Keeps Displays Clean 


Attracts Customers’ Attention 


e Try These Practical Ideas in Your Own Store 


drive by and see that 
Fiispuy of feeds. They stop and 
come in to talk feeds and buy,” 
said a feed dealer I called on the other 
day. He was speaking of a display he 
had arranged in front of his store. It 
was placed on a wooden stand or rack 
about a foot above the sidewalk, just in 
front of his display window. “We built 
that shelf there for two reasons. In the 
first place, it is high enough above the 
sidewalk to get attention. It can be seen 
from a passing car much quicker than if 
it were on a level with the concrete side- 
walk. Also it keeps the sacks of feed 
cleaner, placing them above the sidewalk 
and we don’t have the usual dog-annoy- 
ance. Feed sacks placed on the rack are 
kept cleaner and in more saleable con- 
dition.” It is customary to take the sacks 
of feed so displayed and load them into 
cars of customers who park in front of 
the store on shopping trips. 
* * * 


At Waseca, Minn., I saw several two- 
wheeled automobile trailers on a parking 
lot adjoining a feed store. Since a recent 
survey shows that one out of six farmers 
have trucks and one out of four have 
trailers, the idea of borrowing a trailer 
from the dealer to haul feed out to the 
farm should be highly popular. Providing 
a trailer need not be costly, yet it can 
save a good many miles of operating a 
truck, particularly when the dealer may 
have only one truck busy all the time. 

One of the chain store organizations 
insists on store managers and clerks be- 
coming so well acquainted with all cus- 
tomers that they can greet them by name. 
“Hello Mrs. Samuels,” said to a farm 
woman entering the feed store is pretty 
apt to cause her to wait her turn instead 
of leaving the store when everyone is 
busy.” 

One of the smartest bits of reasoning I 
have seen in any advertisement in a long 
time appears on a folder given me by an 
Eastern Iowa dealer. It reads, “The ma- 
jority of poultry dealers who have home- 
grown grains of their own find Blank 
Brand Mash Concentrate solves for them 
an important problem. This Mash Con- 
centrate contains all necessary proteins, 
vitamins, etc., etc.” The farmer with 
plenty of home-grown grain for feeding 
will most certainly listen to that kind of 
reasoning. 

“Sell an EXTRA Item,” is the slogan 
of one store that has been increasing its 
volume as a result. The idea works this 
way: After the customer has bought the 
mash, meal or cod liver oil he came in to 
get, the suggestion is made that some 
stock dip, spray or other product be 
bought also. Quite often, a “special” per- 
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mits a bit lower price as the reason for 
suggestion of purchase. Seasonal items 
always lend themselves to such merchan- 
dising. 

* 

Extra value from newspaper adve:tis- 
ing is obtained by those feed dealers who 
make a regular practice of clipping their 
newspaper advertisements and_ pasting 
them on the window glass at the front 
of the store. Such poster advertising often 
results in EXTRA BUSINESS. 


* * * 


County and state fairs, after all, are 
quite largely contests—contests to deter- 
mine who grows the best hogs, the best 
corn or other farm product. In my hum- 
b'e opinion, the fall months offer great 
opportunities to feed dealers who will take 
the time to arrange contests. The biggest 
ear of corn, the tallest stalk of corn, the 
smallest nubbins, the largest pumpkin, the 
biggest apple, the biggest potato all have 
possibilities as “hooks” on which to hang 
contests. Some excellent window displays 
in connection with such contests can eas- 
ily be arranged. Any aggressive news- 
paper publisher should be glad to cooper- 
ate in such an event. 


A printer tells me one of the merchants 
in his town has had paper napkins printed 
with his ad on them. The expense is not 
great and such advertising should be read 
—particularly when the napkins are fur- 
nished free to the ladies of church, farm 
bureau or parent teachers groups for com- 
munity dinners. 

* * 

It seems there is nothing like a prize 
turkey to stimulate interest in contests. 
Just in case you are planning an award 
for a sales promotion plan this fall, you'll 
find a turkey is ideal. Placed in your 
window, fed on your feeds for days in 
advance, the turkey will get a lot of at- 
tention. A lot of enthusiasm could be 
generated for a sales campaign at your 
store the week before Thanksgiving. 

They tell me some of the washing 
machine, refrigerator and radio dealers 
use this one to good advantage. About a 
week after the sales are made and the 
equipment delivered, a salesman calls 
again. This time, he says, he is just 
making a service call. He discovers 
quickly whether or not the machine is 
working in a satisfactory manner. Quite 
often, a twist of the wrist on his part 
and the machine is adjusted, thus avoid- 


(Continued on Page Forty-two) 


to our human customers. 


Cluimal Customers 


UR human customers speak for themselves. They tell us, and in no 

uncertain terms, their views on the quality, service, and price of 
our products. Their acceptance and purchase of our goods make or break 
us. But we have another very important class of customers who are 
unable to express themselves. These are our animal customers, those of 
the fields, the farms and the dairies. 


They, like us are manufacturers., They produce meat, milk, butter, 
cheese, and eggs They can not move of their own free will to select 
their money or their tools.. These are supplied to them. They must do 
the best they can with what they get. If it is good, they do well; if it 
is poor, the results are equally apparent. 


In serving our human customers we produce by-products which are 
known commercially as feeds. We-could not properly serve our human 
customers unless we could dispose of these by-products to our animal 
customers. Our obligations with respect to these customers is the greater 
because they can not speak for themselves, and yet upon the efficiency 
of our service to them is dependent much of our efficiency in service 


These dumb animals are not to be looked at merely as dumb animals; 
they are customers, and as they are served and satisfied, so is there added 
justification in our men, money, and tools.—James F. Bell, president, 
General Mills, Inc., in “The Modern Mil Wheel.” 
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@ E. K. STEUL, E. K. Steul Co., Madi- 
son, announces a new model in the Steul 
line with the birth of a son September 26 
at 9 p.m. The boy weighed 7 pounds 10 
ounces. In his announcement Mr. Steul 
captured the spirit of the season by pat- 
terning it after introductory bulletins on 
the new model cars. The new arrival will 
go through life as Edwin Paul Steul. 


@ ADDISON FOURNIER and Chester 
Gloss have purchased the Hazard feed 
business at Orchard Park, N. Y., and will 
operate it as the Orchard Park feed store. 
@ WILLIAM BALLARD has taken over 
the management of the Moses-Cronk feed 
store at Guilford, N. Y., replacing Ken- 
neth Scholefield who has resigned. 


FOUR 


EGG MASH 


MANUFACTURED 
NORTHERN MILLING co. 
WAUSAU. WISCONSIN. 


BIG FOUR MASH 


A good leader for 
National Feed Week... 


BIG FOUR MASH is the choice 


of commercial poultrymen, who de- 


mand more eggs at a profitable 
production cost. 


NORTHERN MILLING CO. 


WAUSAU, WIS. 
“BETTER FEEDING BRINGS BIGGER PROFITS” 


\ ADM 
\\\\ WHEAT 
GERM 
OIL 


\x \ 
FERNANDO 


VALLEY 
ALFALFA 
MEALS 


THE FINEST 
IN THE WORLD 


* 


CONS'STENTLY UNIFORM 
WN COLOR TEXTURE 


HEALTH 


—— ECONOMY! 
BORDENS 
FLAYDRY 


LACTOFLAVIN: 


2G 


PURIFIED - 


for PREVENTION or 
SLIPPED TENDON 


MOST SOLUBLE FORM 


EXCELLENT 
KEEPING QUALITIES 


/ 


LOOK TO AMBURGO 


e AMBURGO has prepared a “CHICK EMBRYO FEEDING PRO- 

GRAM” combining the very latest accepted findings of RESEARCH 
and SCIENCE for assuring the uniform content of necessary. “chick 
HATCHABILITY and LIV- 
ABILITY at minimum costs. Now is the time to begin merchandising 
ER program is at your 


embryo”’ elements to provide maximum 


BREEDER MASHES. The 
service! INVESTIGATE IT AT ONCE 


THE CORPORATION 
EXECUTIVE OFFICES: Industial Trust Bldg, Broad St. at Nedro 
HILADELPHIA, PA. 
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COLD PRESSED 
STABILIZED 
VITAMIN E 


Vilamin 
4 


J CAROTENE 


AT ANN \N 
* 
CONCENTRATE SULFATE 


Interesting Meeting Held 
By Ohio Dealers 


More than 200 members and their wives 
attended a meeting of the Ohio Grain, 
Mill & Feed Dealers association at Sidney, 
Ohio, September 20. It was one of the 
most successful meetings of the year and 
featured an interesting program of talks 
as well as plenty of diversified entertain- 
ment. 

Lyman Peck, McMillen Feed Mills, 
Fort Wayne, Ind., was one the the prin- 
cipal speakers telling those present how 
to “Keep Ahead of Your Customers.” 
Mrs. E. H. Miller, Shields & Co., Chicago, 
spoke on the “Peculiar Features of This 
Years Grain Crop,” and L. D. Allen, gov- 
ernment inspector, explained the regula- 
tions regarding wheat loans. 

Prizes were plentiful and more than 85 
of those present went home with an award. 


PURINA MEETING 

More than 600 dealers attended the an- 
nual dealer convention of the central 
states division of Purina Mills held at the 
Hotel Statler, St. Louis, October 3 and 4. 
Business sessions were held on the after- 
noon of the first day and were climaxed 
with a luncheon at noon of the second 
day. Awards to outstanding dealers were 
made at a gigantic banquet held October 


3. In addition to the convention sessions, . 


dealers were taken on a tour of the Purina 
experimental farm at Gray Summit, Miss- 
ouri. 


SILMO 


OILS 


TRIPLE TESTED 
HIGH VITAMIN A & D 
CHICK UNITS 


IN 


STANDARDIZED 


e Phone Waterloo for 


INGREDIENTS... 


. Mixed Cars 
ae ... Straight Cars 


WATERLOO MILLS CO. 


Waterloo, lowa 


Truck Loads 


D. Phone 283 xm 
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Sreen Valley Boasts 
lodel Feed Plant 


(Continued from Page Twenty-three ) 


he driveway. Two bins are provided for 
srinding, permitting one farmer to unload 
while another’s grist is being ground. All 
bins and chutes are regulated by an effi- 
cient control system. 

On the floor in the mill section is a 
Sprout-Waldron Monarch attrition mill 
formerly used in the old warehouse. The 
grinder, powered by two 25 h.p. electric 


Attrition mill and bin controls. 


motors, is served by a Strong-Scott com- 
bination scalper and separator. This auto- 
matically serves the mill with grain and 
becomes a measuring device so that no 
overloads are taken. The combination 
feeder and scalper is considered an inno- 
vation in connection with feed mills. A 
magnetic separator is also installed at the 
head of the grinder to prevent the en- 
trance of tramp iron. 

Ibberson special fittings are provided on 
all bins. Ground feeds may be put in the 
bins and stored and held there for two 
hours or two weeks and by the operation 
of a slide the entire contents of any par- 
ticular bin will drop down of its own 
accord without any punching or help on 
the part of the operator. 

Cleaner and Treater 

A large Clipper cleaner is provided for 
the processing of grains and field seeds. 
In connection with the cleaner a grain 
treater was installed for treating seeds for 
smut and other diseases. The cleaning 
and treating can be performed quickly in 
one operation. 

Grain received as well as shipped or 
parceled out to customers is weighed on 
a Fairbanks-Morse hopper scale. This is 
enclosed with a canvas cover to prevent 
dust. 

In the basement of the building is a cob 
crusher. Farmers can dump their ear corn 
directly into the crusher from a special 
chute in the side of the driveway. From 
the crusher it is fed into the grinder. 

A large steel tank was built into the 
ground to provide pit room for the trans- 
fer of grain in and about the plant. All 
machines are operated by individual mo- 
tors and each has an individual drive. The 
plant contains five legs which are used in 
connection with the machines for deliver- 
ing and processing purposes. All of the 
drives on the legs and machines were 
furnished by Strong-Scott. 

Feed is blown direct from the grinder 
by a Strong-Scott blower into a Cyclone 
dust collector fitted into the top of the 
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elevator. From this point it can be either 
sacked or spouted into a one-ton Strong- 
Scott horizontal mixer suspended from the 
ceiling of the main floor of the building. 
The farmer who desires to have concen- 
trates mixed with his feeds can have this 
service performed quickly. Below the 
mixer a special leg is provided which ele- 
vates the concentrate into the mixer and 
in a jiffy the farmer can load up with a 
balanced ration with his own home grains 
mixed in. The Farmers Elevator Co. 
Coop. also utilizes the mixer to produce 
its own two brands of feeds known as 
“Farmer’s Special” and Valley Best”. 
These, in addition to several commercial 
brands, are retailed to the trade. 

A sliding platform which fits across the 
enclosed driveway is also provided. This 
enables the operator to wheel feeds from 


7} 


the old warehouse into the new section or 
vice versa. 

The Farmers Elevator Co. Coop., serves 
a trading area which has a radius of eight 
miles. Business is done mostly on a cash 
basis and lumber and coal are also 
handled. 

Manager Shows Confidence 

The firm started business as a corpor- 
ation and was changed to a farmers’ co- 
operative in 1934. Mr. Berner who had 
been manager since 1921 was retained and 
he has made money for his stockholders 
year after year. 

The grand opening of the new plant, 
attended by hundreds of farmers as well 
as dealers from neighboring towns inter- 
ested in the construction of the new plant, 
was held October 12. Nearly 100 mer- 
chandise prizes were awarded. 


POURING OUT NORTHRUP KING'S 
EGG MASH IS JUST LIKE 
POURING OUT EGGS! 


~ 


». SAN 


IO 


Sell the Mash that Makes Cash 


For You—for Your Customers! 


When the poultryman buys feed what he really wants is eggs. Sell 
him the feeds that will get results and you can be sure he'll be back 
for more. Sell Northrup, King & Co.’s vitamin-blended Egg Mashes. 
Here are feeds that go straight from the 
hopper into the hen into the egg basket! 
They make more eggs because they con- 
tain the finest egg-making materials, 
blended and balanced for high produc- 
tion. They make more sales because 
they produce dependable results, every 
time. Stock Northrup, King’s Egg 
Mashes now and make the most of 
the season ahead! 


Get Old Man Card 
to Work for You! 


@ Each week day morning at seven 
on WCCO, Clellan Card goes to work 
for Northrup, King dealers every- 
where. He brings the folks in to their 
radios to laugh and sends them out 
to buy Northrup, King products. Be 
the dealer in your district to get the 
benefit of this powerful selling pro- 
gram. Be a Northrup, King dealer! 


Buy in Mixed Cars for Better 
Prices— Lower Freight Rates 


NORTHRUP, CO. 


DEPENDABLE 
SINCE 1884 


Minneapolis, Minnesota 
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SITUATION LOOKS BLACK 


First Negro: “What for dat doctah 
comin’ outa youah house?” 
Second Negro: “Ah dunno, but Ah 
think Ah’s got an inkling.” 
* * * 
FARMER’S LAMENT 


City Cousin: “Restaurants don’t make 
any money on butter, do they?” 
Farmer: “No, neither do cows.” 
BIG ORDER 


County Agent: “Just what kind of a 
hired man do you want?” 

Farmer: “Well, I’ve got to have one 
with big feet until I can get around to 
fix the holes in the hayrack.” 


Nutritional Laboratory Facilities for Vitamelk Feed Control 


KRACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


HAD HIS NUMBER 

Mrs. Hen: “I wonder what makes Mr. 
Gander look so tired this morning.” 

Mr. Rooster: “He was out on a wild 
goose chase last night.” 

ok * * 

A man is like a lamp wick. He’s 
trimmed a lot of times before he gets 
the right flame. 


FACTS” 


Every day facts demonstrated on the values of vitamin feeding give biological 
proof of the results to be expected from VITAMELK feeding. These also assure 
a constant check on product uniformity and quality. 


This program is one of the many reasons hundreds of feed-mixers have found 
that it pays to belong to the National Vitamelk Feed Dealers—and to use Dawe’s 
VITAMELK, a rich source of ALL the verified vitamins. 


Interested parties are invited to visit the “House of Facts” at any time... or 
write for an informative, illustrated booklet describing some of the many research 
activities of the Dawe’s Vitamelk Company. 


Many activities are maintained by Dawe’s VITAMELK to bring feed-mixers 
the benefits of a controlled, nutritionally sound, all-vitamin product. 


The “House of Facts,” partial view of which is shown here, is an integral 
part of the background of Dawe’s VITAMELK. It is further assurance that the 
confidence placed in this pioneer product by hundreds of feed-mixers is justified 


and well-founded. 


To test VITAMELK Feeds and to provide scientific facilities for our customers, 
thousands of birds are on feed and under observation the year round. The envi- 
ronment is carefully controlled, air-conditioned . . . and an Analytical Section 
works in close conjunction with the Biological Section and Chick Nutrition 


Section. 


DAWE’S VITAMELK COMPANY 


DIVISION OF DAWE'S PRODUCTS COMPANY 
Chicago, Illinois 


4800 South Richmond 


NOT MUCH IMPROVED 

Farmer: “What are you looking at? 
Is this the first car you ever saw?” 

Garage Mechanic: “No, but it’s very 
much like it.” 

* * x 
SEVERE SENTENCE 

Modern Miss: “Mother, did you ever 
flirt when you were young?” 

Mother: “Yes, dear, I’m afraid I did.” 

Modern Miss: “And were you punish- 
ed for it?” 

Mother: “Yes, dear, I married your 
father.” 

THE TIGHTWAD! 

Nellie: ‘Gracious, but you and Jim 
were gone a long time. Have a blowout?” 

Maud: “No, he never spent a penny.” 

* * * 
TOUGH QUESTION 

Dealer’s Son: “Mummy, where does 
the light go when it goes out?” 

Mother: “That, sonny, I don’t know, 
and you might just as well ask me the 
same question about your father.” 

* * 
POSITIVE PROOF 

Jones: “It’s certainly hard to collect 
money in these times.” 

Dealer: “How do you know? Are you 
a collector?” 

Jones: “No, but a lot of people have 
tried to collect from me.” 

CHEER LEADER WANTED 

Feed Dealer: “I suppose you miss 
your boy since he’s returned to college.” 

Farmer: “I don’t know what I’m go- 
ing to do without him. He’s got the live- 
stock so they won’t move unless he gives 
‘em the college yell and I can’t remem- 
ber it.” 

* 
DIRTY DEAL 

Farmer: “My son isn’t living at his 
fraternity house anymore.” 

Neighbor: ‘“What’s the matter, too 
expensive?” 

Farmer: “No, he wrote and said he 
lived there for five weeks and then found 
out they didn’t have a bath tub.” 

x 
A KICK COMING 

Congressman: ‘The farmers around 
here are sure putting up an awful kick 
about taxes.” 

Feed Dealer: “You can’t blame ’em. 
You know cows often kick when being 
milked, and certainly the taxpayers are 
milked a lot more often than the cows.” 

* * * 
AIR-MINDED POLITICS 

Traveler: “My, the air up in these 
mountains is surely great, isn’t it?” 

Guide: “Well, just fair to middlin’, 
stranger, jes’ fair to middlin’. "Taint 
nothin’ compared to like it was back in 
Cleveland’s administrashun.” 
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New Wage and Hour Law 
Vrovisions Explained 


(Continued from Page Sixteen) 


nptions from the maximum hour pro- 
\sions only, an exemption is granted for 
- period or periods of not more than 14 
weeks in the aggregate in any calendar 
vear to employers engaged in the first 
processing within the area of production 
‘as defined by the administrator) of any 
agricultural or horticultural commodity 
during seasonal operations. 

General Exemptions 

A number of specific exemptions from 
both the wage and hour provisions are 
granted, among which the following are of 
particular interest to you. 

(1) Any employee employed in a bona- 
fide executive, administrative, professional, 
or local retailing capacity, or in the cap- 
acity of outside salesman (as such terms 
are defined and delimited by regulations 
of the administrator). 

(2) Any employee engaged in any re- 
tail or service establishment the greater 
part of whose selling or servicing is in 
intrastate commerce. * * * * 

(6) Any employee employed in agricul- 
ture. 

(7) Employees exempted under special 
orders of the administrator. * * * * 

(10) Any individual employed within 
the area of production (as defined by the 
administrator), engaged in handling, pack- 
ing, storing, ginning, compressing, pasteur- 
izing, drying, preparing in their raw or 
natural state, or canning of agricultural or 
horticultural commodities from market, or 
in making cheese or butter or other dairy 
products. 

Child Labor 

No producer, manufacturer, or dealer 
shall ship or deliver for shipment in inter- 
state commerce any goods produced in an 
establishment situated in the United 
States, in or about which within 30 days 
prior to the removal of such goods there- 
from, any employee under the age of 16 
years is employed in any occupation, or 
any employee between the ages of 16 and 
18 years is employed in a hazardous occu- 
pation, as defined by the children’s bureau 
of the department of labor. Employees 
between the ages of 14 and 16 years may 
be employed in occupations other than 
manufacturing or mining if the children’s 
bureau determines that such employment 
is confined to periods which will not in- 
terfere with their schooling, health, or 
well-being. 

Learner and Apprentices 

Special certificates may be issued by the 
administrator for the employment at 
wages lower than the specified minimum 
wages, of learners, of apprentices, and of 
messengers. These orders may be subject 
to such limitations as to time, number, 
proportion and length of service as the 
administrator shall prescribe. He may al- 
so issue special certificates permitting the 
employment at wages lower than the spe- 
cified minimum of individuals whose earn- 
ing capacity is impaired by age, physical 
or mental deficiency, or injury. 

Other Prohibited Acts 

It is declared to be unlawful to dis- 

charge or in any manner discriminate 
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against any employee because such em- 
ployee has filed any complaint or institu- 
ted any proceedings under the act, or has 
testified or is about to testify in any such 
proceedings, or has served, or is about to 
serve on any industry committee. 

Every employer is required to make, 
keep and preserve records and make re- 
ports, as required by the administrator. 
Failure to do so is a violation of the act, 
and fraudulent records or reports are also 
unlawful. 

Administration 

So much for the act itself. Now, what 
about its administration. There has been 
created in the department of labor a 
wage and hour division under the direc- 
tion of an administrator, Elmer F. 
Andrews. 

It is obvious that there are many pos- 


TRADE MARK 
REGUS. DAT OFF. 


sible complications and difficulties, many 
of which, however, can be overcome by 
careful and moderate administration. Mr. 
Andrews has indicated this is not a task 
which can be accomplished at once; that 
he is more concerned with getting right 
answers than with getting quick ones; 
that he recognizes many of the problems 
of industry and sincerely desires to make 
the act work without maladjustments, and 
without imposing undue hardships on those 
to whom it may be applied. 

One of the first big jobs to be done is 
the drafting and promulgation of rules and 
regulations interpreting the various gen- 
eral provisions of the act which need 
interpretation. Until that is done it is 
impossible to give answers to such ques- 
tions as these: What is interstate com- 
merce within the meaning of the act? To 


COD LIVER OIL CONCENTRATE 


Vitand contains a minimum of 3000 U.S.P. units of Vitamin A 
and 400 A.O.A.C. chick units of Vitamin D per gram. Its uniformity 
and potency are guarded by careful plant supervision and biological 
laboratory control, including chick tests by the A.O.A.C. chick 


method. 


ADD VITAND TO LAYING MASHES 


and to CHICK STARTING AND GROWING—TURKEY 
STARTING AND GROWING—POULTRY BREEDING 
—DAIRY “FITTING” and PET feeds. 


Vitand is an economical, dependable A and D re-inforcement. 


It is easily mixed. 


Wrie to NAPTHOLE, INC., BOONTON, N. J. 


or these distributors: 


KING BROTHERS, Philadelphia 

JESSE C. STEWART CO., Pittsburgh 

NORTH JACKSON SUPPLY CO., 
North Jackson, Ohio 


V. E. HERTER CO., Dayton,. Ohio 
NORTHRUP, KING & CO., Minneapolis 
MICHIGAN FEED & GRAIN CO., Detroit 
SAM KRAUS, Fort Wayne, Ind. 


FARLEY FEED CO., Janesville, Wis. 


Also Warehouse Stocks at: CHICAGO, ILL. INDIANAPOLIS, IND. LANSING, MICH. 
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what extent can the act be validly applied 
to purely local industries and trades? 
What is a “seasonal industry’? What is 
meant by the term “within the area of 
production”? 

The next principal job of the adminis- 
trator will be one of enforcement. He 
will have to determine in what sections 
of the country and in what industries 


wages below 25 cents have been paid, and 
to see to it that the statutory minimum is 
observed. The same may be said about 
hours. It is anticipated that the services 
of state labor departments will be employ- 
ed to a large extent in this connection. 
The next big question is: What is an 
industry, and how will the general and 
statutory exemptions be applied? I antici- 


QUALITY FLOUR 


for a 


QUALITY TRADE 


MINNESOTA 
GIRL 


OFFICES: 
CORN EXCHANGE BLDG. 
MINNEAPOLIS, MINN. 


ALSO A FULL LINE OF MILLFEEDS 


WRITE OR WIRE FOR QUOTATIONS 


¢ CAPITAL FLOUR MILLS, Inc. 


GOOD BREAD 
FLOUR 


MILLS 
ST. PAUL, MINN 


MALT 


Always Available 


SPROUTS 
FEED BARLEY 


y] | XPERIMENTS have shown that minute quantities of 
iodine and manganese are needed by poultry and 
animals. Limestone Products Corporation now gives 


you an easy method of adding these two minerals to 
feeds in the small quantities required. 


Barley Screenings - Barley Chaff f 


pate a tremendous push from industry, 
for example, for the 14 week exemption 
from the payment of overtime up to 56 
hours a week for industries of a seasonal 
character. But what is an industry of a 
seasonal character? It is not at all im- 
probable that a seasonal industry will be 
defined as one which operates only during 
a particular season and is shut down com- 
pletely during the remainder of the year. 

Next will come the establishment of 
minimum wages higher than 25 cents an 
hour for the first year and 30 cents an 
hour for the next six years, but at no 
time higher than 40 cents an hour. It ap- 
pears now that the industries which will 
be approached first for the establishment 
of industry committees will be those which 
can and are willing right now to pay more 
than 25 cents or 30 cents, those in which 
employment is an important factor, and 
those in which wages are a competitive 
factor and in which a substantial majority 
of the industry is faced with a stiff com- 
petition from the remainder of the indus- 
try on a lower wage scale. 

All of this will call for the appointment 
of industry committees, gathering and con- 
sidering wage and other relevant data, 
submission of a report to the administra- 
tor, holding hearings, and then issuing the 
necessary wage order. The administrator 
very wisely is approaching the problem 
slowly and carefully. It is not anticipated 
that we will have to go through the hectic 
days of the N.R.A., when everyone was 
rushing to get a code. 

I call your attention again to the fact 
the statutory provisions of the act, as 


Trace MINERALS 


Easy 


IODIZED CALCITE 
A precise combination of potassium iodide and cal- 
cite flour. Mixed fresh as ordered—no loss of iodine 
content due to storage. 


FROEDTERT 
CO. 


MILWAUKEE 
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MANGANESED CALCITE 


Calcite flour combined with manganese sulphate in 
the exact ratio you want. 

These precision-built mineral supplements are as 
easy to use as ground limestone. They provide a 
siniple, economical, accurate way to put these im- 
portant “trace” minerals into your feeds. 

Write or wire for quotations, samples, and information. 


_ LIMESTONE PRODUCTS CORPORATION OF AMERICA 


NEWTON, 
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Regulation Would Solve 
trucking Menace 


, (Continued from Page Twelve) 


~ Je fruit and vegetable dealer remains in 
business there. In the last 12 months, 

3.800 truckloads of produce has been 
;eddled in that market, coming from 
every state in the union except five and, 

| addition, several truckloads of pine- 
apples from Old Mexico, a distance of 
1.600 miles. This merchandise was valued 
at $3,000,000. 

The question of the level of freight 
rates and the effect that a reduction in 
such charges would have in diminishing 
the flow of traffic by trucks, is a subject 
which has come in for much discussion 
among officials and members of our or- 
ganization. We strongly contend that rail- 
roads must cooperate better with the ship- 
pers in establishing truck-compelled rates 
and remove the many discriminatory and 
unfair differentials so arbitrarily main- 
tained as at present. 

However, we are convinced that the 
relief we seek from the unfair truck com- 
petition cannot be realized to our satis- 
faction in the lowering of freight rates. 
It is the opinion of fair-minded observers 
that the railroads have a right to insist 
upon an equality of treatment of the two 
classes of dealers before they are required 
to make any radical change in their rates. 
It is further generally the opinion that it 
would be difficult to find bottom in the 
matter of reducing rail rates, and further, 
that in the present condition of the rail- 
roads, it is doubtful that any governmen- 
tal commission could require a reduction 
anywhere near approaching that which 
would be necessary to equalize the costs 
of the established dealer with the itin- 
erant-trucker. 

Regulation Seen as Remedy 

Therefore, at the present time, greater 
consideration is being given to the nec- 
essity, as a matter of simple justice, of 
either relieving established dealers of some 
of their burdens or applying the same 
principles of regulation and taxation to 
their competitors. In this day of increas- 
ing regulation and ever-mounting taxation, 
it seems futile to suggest the former 
course, and, therefore, most attention is 
being given to the necessity of bringing 
this new industry, the itinerant-trucker- 
merchant, within the general policy of 
government in respect to these matters. 

In approaching that problem, we have 
considered that the itinerant is both a mer- 
chant and a hauler, and we have conclud- 
ed, first, that as a merchant he should be 
required to do certain things: 

The itinerant who expects to buy or 
sell should be required to register such 
intention with the secretary of state in 
every state in which he transacts business. 

Require payment of an occupational li- 
cense for the privilege of doing business 
as an itinerant merchant. 

Require public liability insurance to 
cover personal injuries and property dam- 
age to others. 

Require surety, or fidelity bonds to in- 
demnify the public against fraud and to 
insure payment of taxes. 

He should be prohibited from offering 
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any commodities for sale by grade or make 
any representations as to grade where 
official state or federal standards for de- 
termining quality or grade exist. 

We hold to the view that the highways 
have been built primarily for private use 
and that when they are utilized by dealers 
for purposes of profit, a different measure 
of compensation should be required ana 
such compensation should be based upon 
the use made of the highways. In other 
words, the levying of a tax upon a ton- 
mile basis. By this means, the state could 
be fully compensated for excessive damage 
done to highways by heavy trucks and for 
the greater initial costs of building wider 
and stronger pavements for the use of 
these heavy vehicles. 

It has been observed that some dealers 


have purchased trucks to combat the com- 
petition in their immediate trade territory, 
but country dealers are generally reluc- 
tant to go into the trucking business, 
except for local delivery purposes on ac- 
count of the extensive upkeep of the ve- 
hicles. The unprofitableness of itinerant 
trucking operations is manifested in the 
large number of repossessions by finance 
companies. However, the number of itin- 
erants on the highways is showing a sub- 
stantial increase and where one trucker 
quits business two new ones enter the 
field. 

Every member of your affiliated organ- 
izations must realize his individual respon- 
sibility in enlisting the support of other 
merchants and state legislators for legis- 
lation such as we have outlined. 


of their owners. 


IBBERSON offers you the benefits 
of 50 years Building Exeprience 


For over 50 years, the T. E. IBBERSON CO. has been build- 
ing and remodeling Grain Elevators and Feed Mills... 
operating in six Northwestern States ... handling small as 
well as large plants to the lasting satisfaction and profit 


IN WISCONSIN also, the complete facilities of the IBBER- 
SON organization have recently been made available, as- 
suring the same efficient and money-saving handling of 
jobs as in the other Northwest states. 


THE GREEN VALLEY, WISCONSIN PLANT, just completed, 
is a typical example of IBBERSON planning and construc- 
tion. Several other plants in Wisconsin are now in course 
of construction by IBBERSON. 


IBBERSON saves you money in building 
and helps you make money in operating 


IBBERSON experience, skill, organization and buying power 
actually produce for you a BETTER plant at LOWER cost 
than if you handled the job yourself. There’s plenty of 
proof to back up that statement. 


Furthermore, IBBERSON planning gives you a plant that 
can be operated at highest efficiency and profit. IBBERSON 
makes the best use of every foot of space, arranges and 
equips your plant for smooth “straight-line” production at 
lower cost...giving you a definite competitive advantage. 


Write us in full confidence 


Consultation offered without obligation. You owe it to your- 
self to find out what IBBERSON can do for you, before you 
start on any building or remodeling project. Get the book 
of IBBERSON-Built Grain Elevators and Feed Mills. Write 
today. 
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GLF HEAD IS DEAD 

Fred L. Porter, president of the GLF 
Cooperative Exchange association, Ithaca, 
N. Y., died recently of a heart attack at 
his home in Crown Point. Mr. Porter was 
61 years old. He became president of the 
GLF in 1930, succeeding N. F. Weeb, 
Cortland. His duties were chiefly that of 
counsellor. 


HOST TO DAIRYMEN 

Charleston Milling Co., Charleston, W. 
Va., will be host to members of the West 
Virginia Dairymen’s association at its an- 
nual meeting to be held at Charleston, 
October 18, 19 and 20. An educational 
tour of the plant will be taken on October 
19. Association members will also visit 
the Quincy dairy farm, 


STEADY 
PROFITS 


HTH-15 is 
Easier to Use and 
More Economical 


@ These reasons plus its record of effective- 
ness have made HTH-15 a best seller every- 
where for better dairy and poultry sanitation. 


How HTH-15 is Used 
Being a free-flowing powder HTH-15 has 
many uses as a dry “‘dust’’ as well as in solu- 
tion with water. Poultrymen dust birds to 
guard against respiratory diseases. It is used 
to kill germs in drinking water, and HTH-15 
solutions make economical sprays for disin- 
fecting incubators, brooders, poultry houses 
and equipment. 


Dairymen use HTH-15 solutions to 
os Selling y — sterilize all dairy equipment. They pre- 


DAIRY & POULTRY 


SANITATION 


fer it because it keeps bacteria counts 
lower and is harmless to dairy metals. 
And there’s no loss from lumping, freez- 
g@ ing or container breakage. 

HTH-15 comes in two popular sizes 
with a handy measuring spoon packed 
in each can. Write for full money- 
making particulars. 


THE MATHIESON ALKALI WORKS (inc.) 
si) 60 E. 42nd St. e New York 


COAST TO COAST 
GRAIN SERVICE 


Fairmont, Minn. 
Marshal!, Mi 


INCORPORATED 


MINNEAPOLIS, MINN. 
761 Chamber of Commerce 


Country Offices 
Grand Forks, N. Dak. 


Conkey Remedy Division 
To Operate Separately 


The G. E. Conkey Co., Cleveland, 
Ohio, has segregated its line of remedies 
from its feed manufacturing business 
and will operate it as the Conkey Labor- 
atories Division. 

Joe W. Bailey, who for the past three 
years has directed sales for the I. D. 
Russell Co., Kansas City, Mo., will be 
in charge of the new Conkey sales and 
service department. He will be assisted 
by trained and skilled service operators 
in the field, working closely with feed 
dealers and hatcherymen. 

The Conkey Laboratories, occupying a 
five-story brick building at Cleveland 
will be devoted exclusively to the manu- 
facturing of poultry and livestock rem- 
edies, disinfectants and Conkeys Y-O. 
Frank S. Sheets is president of the G. E. 
Conkey Co. 


e@ A. C. GREIF, familiarly known as 
“Doc,” has opened a feed store at Clays- 
ville, N. J. He was formerly associated 
with the Griffith Street Feed & Grain, Inc. 


@ TOM and EDWARD Cunningham 
who operate the feed business at Beacon, 
N. Y., known as T. J. Cunningham Sons, 
Inc., are celebrating their 9th anniversary 
since taking over the management of the 
firm following the death of their father. 
The elder Cunningham founded the busi- 
ness in January, 1885. 


checks—for more and better eggs 
—bigger poultry profits— 


healthier cattle—for finishing off 
fo , hogs faster—for increased milk 


Recommend and Sell . . . 


MARBLEHEAD 


CALCIUM CARBONATE 


UNIFORM—CHEMICALLY FIXED 


MANGANESED CALCIUM 


MARBLEHEAD “98” 
PULVERIZED CALCIUM CARBONATE 


Cargill, Incorporated, Seed Division 
Box 64, Minneapolis. 


e406 


Outstanding quality—prepared to your specifica- 
tions—easily and uniformly mixed with mashes 


, Minn. Sioux Falls, S. Dak. 
Williston, N. Dak. Lincoln, Neb. 
Sac City, Iowa 
Terminal Offices 
Duluth Buffalo Kansas City 
Milwaukee Albany St. Louis 
Chicago New York Portland 
Green Bay Spokane 
Cedar Rapids Omaha Seattle 
Toledo Francisco and feeds. 
Winnipeg, Man. Montreal, Que. 


Write for Samples and Prices 


MARBLEHEAD LIME CO. 


160 N. La Salle St. — Chicago 
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New Secretary Is Chosen 
By Mineral Feed Men 


J. M. George, Winona, Minn., was elec- 
-ed secretary of the Mineral Feed Manu- 
facturers association to succeed L. F. 
Brown at the annual meeting of the organ- 
ization held.recently at the Olympia Fields 
Country club, Chicago. 

Dr. E. E. Clore, Hoosier Mineral Feed 
Co., Greenwood, Ind., was reelected presi- 
dent and J. S. Ahern, Moorman Mfg. Co., 
Quincy, Ill., was chosen vice president. Dr. 
Clore in his address pointed out the prog- 
ress made by mineral feed manufacturers 
in the past 15 years. 

“Vear by year,” he declared, “the value 
of minerals has become more widely rec- 
ognized by the press and the public. With- 
out minerals our feed would be a total 
‘flop... Most experiment station investi- 
gators are now friendly to mineral feeds.” 

J. L. Elliott, Oelwein Chemical Co., Oel- 
wein, Ia., pleaded for greater membership 
in the association. During the past year 
the roster was increased by ten manufac- 
turers making the present total 65. 

Directors elected at the annual meeting 

included James H. Murphy, Murphy Pro- 
ducts Co., Burlington, Wis.; and John 
Casey, Vitamineral Products Co., Peoria, 
Ill. Mr. Casey succeeds Dr. A. T. Peters 
of the same firm who died recently. 
@ L. C. CARPENTER and F. C. Adams 
have purchased the feed business of 
Cheeseman-Munsil Co., Ellenburg Depot, 
N. Y. The firm was established in 1908 
and since the death of E. J. Cheeseman 
about a year ago has been operated by 
C. D. Munsil. 


@ EDWARD M. RICH, Keokuk, Ia.. 
was killed September 17 when his auto- 
mobile struck a concrete bridge. He was 
the son of the former owner of the Purity 
Oats Co., Keokuk, and for a number of 
years served as manager of the feed de- 
partment for that firm. 
WHITMOYER EXPANDS 

Whitmoyer Laboratories, Inc., manu- 
facturing chemists, recently moved into a 
new plant one mile west of Myerstown, 
Pa.. which has facilities that are five times 
greater than the old quarters. The present 
building covers 18,000 square feet. Facil- 
ities of the old plant will be utilized for 
a biological and nutritional laboratory to 
expand the firm’s field in poultry nutri- 
tion. 


PURINA LITERATURE 

Purina Mills, Inc., St. Louis, Mo., has 
issued its fall series of attractive book- 
lets and posters featuring various types of 
poultry and livestock. All are printed in 
a variety of colors. The booklets are en- 
titled “Dairy Dollars”, “Calf to Carcass”, 
“Purina Range Book”, “Sow to Pig to 
Packer” and “Purina Poultry Book.” The 
posters are suitable for display in feed 
stores and are 25x37 inches in size. The 
series is composed of three, one carrying 
an illustration of a Holstein cow, another 
a Jersey and the third a Guernsey and 
her calf. The booklets and posters may 
be obtained by writing the company. 
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The Old Dutchmaster 


The Old Dutchmaster believes in hard work. 
Hard work ... and plenty of it . . . has helped 
Holland Mills make permanent imprints in the Feed Industry. 
Hard work in the form of complete cooperation with the 
feed dealer. Giving him new and improved feeds. Supply- 
ing him with better merchandise exactly suited to his par- 
ticular needs. Equipping him with hard-hitting merchandising 
programs that produce sales and profits! 
Let the Old Dutchmaster show you the benefits of hard work 
especially applied to your account. Write the Old Dutch- 
master today . . . you'll receive a prompt, courteous, personal 


answer, 


WHAT ABOUT PRICE? 


Price is one of the fine things about the 
Dutchmaster line. Our prices are right! 
Even the Scotch say; "We like your Dutch 
Treat!" You ask "What's that?" Our Dutch 
Treat is "Your money's worth, or your money 
back!" Write now! 


INCORPORATED 
BOX 10 


PIQUA, OHIO 


© 67% Pilchard Meal 


ISH MEAL... 


STRUVEN CAN SUPPLY 
© 58/60% Jap Sardine Meal ® 55/60% Menhaden Meal 
® 65% Vacuum Dried White Fish Meal 
® 65% California Sardine Meal 


QUALITY—SERVICE—PRICE 


For Quotations, Wire— 


The CHAS. M. STRUVEN COMPANY 


410 National Marine Bank Bldg. 


Baltimore, Maryland 


e4le 


| 
| | 
4 
= 


FARM PRICES RISE 

The index of prices of farm products 
recorded a three point rise during the 
month ended September 15 according to a 
report by the bureau of agricultural eco- 
nomics. The index advanced to 95 per 
cent of pre-war prices. Wheat, oats, bar- 
ley and flaxseed were among the farm 


products which showed a gain. Wheat 
registered the principal advance averaging 
52.5 cents a bushel compared with 50.7 
cents on August 15. Prices, however, are 
far below the figures at this time a year 
ago. At that time the September index 
was 118 per cent of pre-war prices the 


POTASSIUM 


IODIDE MIX 


These Ideas Will Sell 
More Merchandise 


(Continued from Page Thirty-three) 


ing later difficulties. At the same time, the 
“service man” asks as to whether or not 
any of the neighbors have been in to see 
the machine and he asks for names of 
any and all other prospects. Usually, the 
“service call” results in names of first- 
class prospects. Perhaps there is an idea 
here for the feed dealer— a call on feeders 
who have recently bought feeds. Such a 
plan should at least result in some add- 
itional names for the mailing list and 
perhaps some immediate sales. 


* * * 


“Here is a good idea,” said a friend who 
showed me a statement from his dealer. 
The statement showed no balance owed 
but carried a typewritten note, “No, you 
rag owe us anything, but we wish you 
did.’ 


*x* * * 


An intimately blended and milled combination of 
90% Potassium Iodide U.S.P. with Calcium Carbon- 
ate and Calcium Oxide. Protected by U. S. Patent. 


A stable, very finely divided Powder, bulky and free 
running, thus assuring uniform distribution and a 
uniform ration of Iodine in your feeds. 


Write for Sample and Circular 


I just saw an effective piece of direct 
mail advertising. It was a letter which 
started off, “Getting down to brass tacks 
... ” Beside the very first paragraph 
was a long brass tack stuck into the sheet. 
Of course, I HAD to read the rest of such 
a letter. 


@ HUGO LENSCH, formerly with the 
Cedar Rapids Grain Co., Cedar Rapids, 
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NEW YORK: 83 Maiden Lane 


CHAS. PFIZER & CO., Inc. 


Bureau reveals. 


CHICAGO: 446 W. Grand Ave. 


Ia., has purchased and is operating the 


William Meewes elevator, New Liberty, 
Ta. 


—Better Built Bass— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK asout sacs! 


(Quoted from Customer’s Letters) 


You certainly did a fine job 
* * * If I went into a store 
and saw a bag like that, I'd 
buy it whether there was 
anything in it or not. It cer- 
tainly is a fine looking job. 


WERTHAN BAG CORPORATION 


NASHVILLE — NEW ORLEANS 


THE PAETOW CO, 


MILW AUKEE WISCONSIN 


PROMPT, COURTEOUS SERVICE 


Millfeeds 


Brewers Grains 


Feed Barley 
Broken Barley 
Barley Chaff 
Malt Sprouts Linseed Meal 
Malt Hulls Soybean Meal 
Screenings of All Types 


Distillers Grains 


ae 


SWIFT'S OLD PROCESS 
SOYBEAN MEAL 


TELEPHONE MARQUETTE 2600 
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Yr. Parkhurst Goes Back 
to College Station 


After serving for six years as head of 
he agricultural research division of Na- 
‘ional Oil Products Co., Harrison, N. J., 
vor. R. T. Parkhurst resigned September 1 
© accept a position as head of the poultry 
department of the Massachusetts State 

Agricultural college 
' from which he grad- 
uated in 1919. 

At a farewell din- 
ner on September 15 
attended by Nation- 
al Oil Products Co 
executives, members 
of the sales force 
and the laboratory 
personnel, Perc S. 
Brown, vice presi- 
dent of the firm paid 
tribute to Dr. Park- 
hurst for his work 
and wished him suc- 
cess in his new. position. He was pre- 
sented with a silver tea service with the 
best wishes of all of his former associates. 

Dr. Parkhurst, after graduating from 
the Massachusetts State Agricultural col- 
lege, spent several years of extension serv- 
ice at Ames, Ia., and from 1921 to 1927 
was at the University of Idaho where he 
received his Master of Science degree. His 
next five years were spent in England with 
the National Institute of Poultry Husban- 
dry, Harper Adams college. He returned 
in 1932 to become associated with Nation- 
al Oil Products Co. 


DR. PARKHURST 


Dr. Parkhurst is the author of numer- 
ous papers in scientific journals and poul- 
try publications and spent several years 
studying the factors that influence egg size 
and the effects of various proteins on egg 
production. While in charge of work at 
the Nopco experiment station he conduct- 
ed studies on cod liver oil as a source of 
vitamins A and D for laying hens. 


@® DECKER & BASS CO., Rochester. 
N. Y., has been organized to do a general 
merchandising business in grain, flour and 
feed. 


@ R. ROBINSON, Inc., Bennings, Md.. 
has been organized to deal in feed. In- 
corporators are Robert Robinson, Joseph 
H. Deckman and Thomas Alderton. 


100 PouNDSNET 


CORN 


SWEETENED 
CORN PRODUCTS REFINING CO. 
GENERAL OFFICES-NEW YORK.USA 
PROTEIN MINIMUM 20% 

Fay MINIMUM 1% 

FIBRE MAXIMUM 7% 


PEED) ACORN GLUTEN FEED & 
CORN SUGAR MOLASSES. 


20% Protein Guaranteed 


The FALL FEEDING SEASON 
is UNDER WAY 


® Your customers are looking for dairy ra- 
tions which are economical and productive. 
Buffalo Corn Gluten Feed Sweetened is the 
i ideal basis for such rations. 
Fer” 3 Sweetened as a liberal percentage of your 
: registered dairy rations this Fall and Winter, 
or retail it to feeders who mix their own. 


20% Protein —a good percentage of Dex- 
trose, the food-energy sugar — palatable — 
low in price. 


e CORN PRODUCTS SALES CO., New York, Chicago, Kansas City 


BUFFALO SWEETENED 


THE GENERAL UTILITY, ALL-CORN CONCENTRATE 


Use Buffalo 


Whole Oat Groats 


Ground Oat Groats 
Feeding Oat Meal 


Oat Mill Feed 


SCREENINGS 


STEAM CRIMPED OATS 


MILLERS of 
Grain Specialties 


for 
Feed Mixers 
Feeding Rolled Oats 


Steel Cut Oat Groats 


Pulverized and Bolted Oats 


Oat Mill Feed with Molasses 


PULVERIZED AND BOLTED 


STEAM ROLLED BARLEY 
Fast Service 


FRUEN MILLING CO. 


MINNEAPOLIS, MINN. | 
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Highest Quality 


Prompt Service 


MORTON’S SALT 


WISCONSIN 


MorTON SALT COMPANY 
MILWAUKEE e 
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GREETINGS 


lowa Feed Dealers 
at your 


Annual Convention 


When in the market for 
corn or oats or if shipping 
surplus grain to market— 
Phone our nearest Iowa of- 


fice. 
e 


CEDAR RAPIDS 
IOWA FALLS 
EMMETSBURG 


FRASER-SMITH CO. 
BARLEY SPECIALISTS 


MILWAUKEE 
MINNEAPOLIS CEDAR RAPIDS 


Gives Address on Feeds 
To County Agents 


It is a far departure from the agricul- 
ture of only a few years ago and that of 
today, Samuel M. Golden, general manager 
of the Amburgo Corp., Philadelphia, told 
a meeting of the county agents and agri- 
cultural extension men of western Penn- 
sylvania held September 14 at Kittanning, 
Pa. 

“The two partners, the men of science 
and the men in industry, have now so 
combined their talents as to clear the path 
for a fuller fulfillment of the biblical 
quotation ‘As they sow—so shall they 
reap’ in the form of bigger and better 
yields with both farm products and farm 


animals,’ Mr. Golden told his audience. 
There exists a close connection between 
the functions of every element in the diet. 
Mr. Golden pointed out. He declared thai 
a dietary deficiency symptom cannot be 
specifically attributed to the lack of an in- 
dividual element of food factor. For that 
reason it is important that a feed ration 
be so regulated that there is a proper bal- 
ance in all food factors of known value. 


@ AURORA FLOUR & FEED Co., Au- 
rora, Ind., has purchased the Star Mill 
of that city and intends to conduct busi- 
ness in the new location. 


@ FARMERS FEED & SUPPLY CO.. 
Lawson, Mo., was recently destroyed by 
fire with a loss estimated at $10,000. 


BLACKSTRAP MOLASSES 


@ has same carbohydrate feeding value as corn, pound 
for pound—And it makes every feeding material used 
more palatable. When you use “Manard Quality” Black- 
strap you get extra nutritive value in your feeds as 
“Manard Quality” contains about 1% less moisture and 
1% more solids than “Standard” Blackstrap. 


JOHN MANARD MOLASSES COMPANY 
New Orleans 


supper. 


2) 


ADELPHIA 


YOUR HOME 
AWAY FROM HOME 


Moderate Rates 


FOUR RESTAURANTS 


Floor show at dinner and 
14 Star Acts 


NEAREST EVERYTHING 


CHESTNUT at 13% ST. 


@ The pulse of the Fc 
Chicago works and-plays to the tune of its 

hum In the most convenient location 
iz tamous thoroughfare, Hotel Auditorium 
rt spacious pleasant rooms, excellent 
service and superb cuisine, at reasonable rates. 


“\ GEO. MINK, Manager 


MICHIGAN BOULEVARD 


ichigan Boulevard. 


WITH BATH row $950 
WITHOUT BATH $950 
FROM &° 


MICHIGAN AT CONGRESS 
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«plains Specific Cases 
Wage-Hour Act 
(Continued from Page Eighteen) 

ning of the motor carrier act. Hence, 
tr. Interstate Commerce Commission 
»ould not have the power to establish 
;-ximum hours of service of the itinerant 
|. ver’s employees under the motor car- 
, y¢ act of 1935, and the itinerant buyer 
~ ould not by virtue of section 13 of the 
iur labor standards act, be exempt from 
,. culation of the maximum hours of serv- 
i.cs of his employees under that act. I am 
so inclined to think that such an itin- 
crant buyer may be said to be engaged 
i) interstate commerce within the mean- 
ing of the fair labor standards act. He is 
.ngaged in the production of goods which 
move in interstate commerce. I am using 
the word “production” in its broader 
sense as defined in the labor standards 
act, to include the transportation of goods. 
It is quite likely that under such reason- 
ing the itinerant buyer will be held to be 
subject to the fair labor standards act. 


@ W. C. HERRMANN and Earl W. 
Watson have purchased the business of 
the St. Cloud Flour & Feed Co., St. 
Cloud, Minn. Both men are former mill 
managers for many years associated with 
Everett, Augenbaugh & Co. and Calro 


“Good to the last drop” 


With Fall calves coming along 
there’s a lively market for 


BLATCHFORD’S 
CALF FEEDS 


Meal or Pellets, they save the 
farmer money, time and labor— 
and release milk for the market. 
The famous Blatchford Trade 
Mark—known for seven gener- 
ations—plus forceful advertising 
aid—helps you sell. Check your 
supply now ... and reap your 
profit harvest. 


Write for prices 


Milling Co. 


@ R. L. GUISE, Clinton, Ia., has pur- 
chased the Delmar feed mill, Delmar, Ia., 
and has appointed Clarence W. Ewing as 
manager. 


Wholesale Distributors Everywhere 


Blatchford Calf Meal Co. 


Waukegan, Illinois 


MYLES 
SALT 


A Grade for Every Need 


specify 
Myles Farmers’ Salt 
and 
Myles 
“Stocklik” Blocks 


Myles Salt Company, Ltd. 


New Orleans, Louisiana 


CHICAGO OFFICE ADDRESS 
Room 1704 360 N. Michigan Ave. 


DEUTSCH & SICKERT CoO. 


741 N. MILWAUKEE ST. MILWAUKEE, WIS. 
Joins in Celebrating 


NATIONAL FEED WEEK 
OCTOBER 17 to 22 


Serving You Every Day of the Year On 


® Norge Pure Cod Liver Oil © Staley’s Soybean Oil Meal 
® Staley’s Corn Gluten Feed © Big Chief Meat Scraps 


® Premier Peat Moss Grain e Feed e Hay 


DAISY BATCH FEED MIXERS 


The finest batch mixers on the market. 
Horizontal type. Capacity 1% to 2 tons 
per batch. Loads, mixes, discharges and 
sacks a ton batch in 12 minutes. Small 
power required. Only 3 H. P. on 1-ton 
size. Exceptionally compact. Floor level 
3 loading hopper. Motor or belt drive. 
: Write us for complete information and 
| low factory-to-user prices. 


R. R. HOWELL & Co. 


2 Malcolm Ave. S. E. 
MINNEAPOLIS, MINNESOTA 


DAISY 
FEEDMIXER 
A.R. HOWELL & CO. 


Are YOUR Customers 
Having ‘Lay-bor’ Trouble 
with Their Hens 7 


@ YOU know that when hens don’t lay well 
at this time of year it’s often because worms 
are preventing them from proper digestion and 
assimilation of feed. 


When customers complain of such ‘“‘lay-bor’’ 
trouble, recommend Dr. Salsbury’s Avi-Tone— 
the ideal flock treatment for large round worms 
(ascaridia), cecal (pin) worms and capillaria 
worms. 


Teli customers, too, that Avi-Tone is excellent 
for flocks in molt. 


Stock up now! Display Avi-Tone, and recom- 
mend it to all your customers. Dr. Salsbury’s 
Laboratories, Charles City, Ia. 


DR SALSBURY’ 


AVI-TONE 


The Ideal Flock Wormer 
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Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran and Middlings 


—Higher in Protein— 


TENNANT & HOYT CoO. 


LAKE CITY, MINN. 


USED 


BURLAP 


AND 


COTTON 


INDIVIDUALITY 


ALL BAGS VACUUM CLEANED 


BAGS 


TWINE 


SURPLUS BAGS 


WE BUY 


FREDMAN BAG CO. 


MILWAUKEE, WIS. 


@| “All your needs in grain and feeds” |@ 


Sunset Feed & Grain Co., Inc. 


FEED JOBBERS e 
CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 
Distributors of: 
CLO-TRATE SOY-O-CIDE COXOL 
Cod Liver Oil For- The spray with the F 
tified in Vitamins Soybean Oil Base = 
A and D No kerosene Coccidiosis 


SUGAR CANE 
PLANTATION 


Old Fort Mills Building 
New Feed Plant 


Old Fort Mills, Inc., with headquarters 
at Marion, Ohio, is constructing a new 
feed plant at Harrisburg, Pa. 

The new building will be located on 
the edge of Harrisburg known as the 
Whitehall section. It will be 240 feet 
long, 80 feet wide and 75 feet high with 
a full line of new machinery including 
percentage feeders, aspirators, bulk un- 
loading equipment and a 40-foot truck 
scale. New office quarters will also be 
provided. 

Old Fort Mills had operated a feed 
plant at Harrisburg for the past three 
years under the direction of Rollie Tur- 
ner, executive vice president, but because 
of transit rates, location, and outgrown 
facilities it was necessary to build at a 
different point. The new plant is in ad- 
dition to the one recently constructed at 
Marion, Ohio, by the company. Rollie 
Turner will continue to be in charge at 
Harrisburg. 


as 


LIMESTONE BOOKLET 

As an aid to feed mixers, Limestone 
Products Corporation of America, New- 
ton, N. J., has issued an illustrated book- 
let containing information on plain, io- 
dized, manganesed, maniodized calcium 
and calcite flour. It deals with require- 
ments for poultry and livestock and the 
functions of calcium for each and gives 
definitions of various mineral materials. 
Copies of the booklet may be obtained 
by writing the company. 


DENVER 
ALFALFA 


MEAL 


Green 
Fresh 
Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 
Milling & Products Co. 
LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 
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Prizes Offered to Dealers 
By Iodine Bureau 


\Ionthly prizes for feed dealers who use 
the best local promotion in connection 
with its new seven-point sales plan are 
|}. ing offered by the Iodine Educational 
Nureau, 120 Broadway, New York. The 
first awards will be made December 1. 

The dealer who, in the opinion of three 
jidges, uses the best promotion will re- 
ceive $25.00. A second prize of $15.00 
and a third of $10.00 will also be offered. 

An extensive advertising campaign in 
various farm livestock and poultry papers 
has been released and will stress the value 
of including iodine in feeds. The cam- 
paign is under the direction of Dr. J. J. 
Nichols, director of the bureau. 


Dr. Nichols also announces that Her- 
man Nagel, well known nutritionist, is 
available to feed manufacturers as a 
speaker at sales meetings. He asks that 
engagements be arranged well in advance. 

Mr. Nagel has had 20 years’ experience 
in the feed business aside from his aca- 
demic training which included courses at 
South Dakota Agricultural college, the 
University of Wisconsin, Columbia univer- 
sity and the Royal College of Agriculture, 
Berlin, Germany. 


Charles S. Kenney, another well known 
feed expert, is also on the staff of the 
Iodine Educational Bureau as special field 
representative. His experience covers a 
score of years with some of the largest 
feed manufacturers in the country and 
service with the federal government. 


EGG-SHELL MINERAL (NATURE'S OWN} 
FOR LARGER EGG PRODUCTION 


Ryde’s Nutritive Minerals contain calcium from cooked 
and ground egg-shells plus all other essential mineral elements in health- 
fully correct proportions. Successful raisers find hens lay better when 
supplied with calcium in its natural egg-shell form. 


Ryde’s Nutritive Minerals are 
sold exclusively through Dealers 


RYDE & COMPANY 
5425 W. Roosevelt Rd. CHICAGO, ILLINOIS 


a 
MILL MACHINERY 


Get our New Low Price on our New 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 


THE DUPLEX MILL & MFG. CO. 
SPRINGFIELD, OHIO 


NOISELESS AND 
FASTEST MACHINE 
MADE 


You Name It- 
We Have It 


Distributors for 


Kelly-Duplex Line 


Kewanee Elevator and 


Coal Lifts 
Corn Shellers 
Corn Crackers 
Mixers 
Attrition Mills 
Hammer Mills 
Diesel Engines 
Tag-Heppenstall Mois- 
ture Meters 

All Types of 
Reconditioned Equipment 


When in the Market: 


For Poultry Wheat—Feed Oats— _ 
Wheaty Barley — Feed Barley — 


Corn — Feeding Screenings. 
ee @ 


Write or wire for quotations. 


HIAWATHA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


Write us 


WEAVER SALES CORP. 


207 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


SUPREME BRAND 


CONDENSED BUTTERMILK 
@ DRIED BUTTERMILK 
m@ DRIED SKIM MILK 


Herbert K. Clofine 


BULLETIN BUILDING —bEPT. c— PHILADELPHIA, PA. 
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CLASSIFIED 


Service department for our readers. Low 
Rates: 35c per line; minimum, four lines 
including heading. Figure approximately 
seven average words per line. 


FEED MILLS FOR SALE 
Feed mill and coal business, northwestern New 
York—good plant for wholesale manufacturing. 
Also mill in northwestern Pa. 
0. F. MERWIN, ERIE, PA. 


“HOW TO INCREASE YOUR PROFITS!” 
Sell the kind of chicken mite killer recom- 
mended in U. S. Farm Bulletins and most State 
Experimental Stations. It’s a money maker and 
repeater. 
C-A WOOD PRESERVER COMPANY 
6624 Delmar Blvd., St. Louis, Mo. 


HAMMER MILL FOR SALE 
Has 30 h.p. motor—used only short time. Like 
new. Bargain for cash. Write MM-116, c/o The 
Feed Bag, Milwaukee, Wis. 


MACHINERY FOR SALE 
Rebuilt Triumph sheller—Papec hammermill— 
Monarch 20-inch attrition mill——Monarch 20-in. 
French stone buhr mill—Dreadnaught 24-in. at- 
trition mill with direct connected motor—Papec 
1,-ton mixer. 

0. F. MERWIN, ERIE, PA. 


FEED GRINDERS 
Real bargains in rebuilt, guaranteed Jay Bee, 
Bauer, Gruendler, Papec, and many. other makes 
of Hammer Mills. 
ALSO 


Used Bauer, Sprout-Waldron and Robinson di- 
rect connected Attrition Mills. 


you need a Farm agg write us at once— 
we will save you mon 
THE FARM SPECIALTY CO., Greenwich, Ohio. 


FEED MIXER FOR SALE 
One ton capacity—-flour level feed—-has motor 
—latest style machine—used short time. Write 
CD-116, c/o The Feed Bag, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—-grader—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o The Feed Bag, Milwaukee, Wis. 


SALESMEN 
Sell dehydrated alfalfa meal as sideline in 
Indiana, southern Michigan and eastern half of 
Ohio. Write CAO 783, c/o The Feed Bag, Mil- 
waukee, Wis. 


ATTENTION FEED SALESMEN 
Sell all types anti-pick devices for cannibalism. 
Big commissions. Good side line. Write: 
PEERLESS LABORATORIES, 
Lynbrook, N. Y. 


SOYBEAN OIL EXPELLER FOR SALE 

Anderson No. 1 Expeller for pressing soybeans. 
Good condition, cheap. Write NNC 108 c/o The 
Feed Bag, Milwaukee, Wis. 


Ground Oat Groats 


Low Fibre Content 


NORTH EAST FEED MILL CO. 
MINNEAPOLIS, MINN. 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
DRIED MALT SPROUTS 
Maney Bros. Mill and Elevator Co. 
MINNEAPOLIS, MINN. 


@ SCOTT MILLS, Inc., Marysville, 
Ohio, has been orgaized to take over the 
feed and elevator business formerly con- 
ducted by the O. M. Scott & Sons Co. 
H. E. Frederick will continue as general 


manager. 


@ LAWTON feed store, Lawton, Mich., 
has moved from the Stern to the Hicks 
building. Leonard Goodrich has been ap- 
pointed manager. 


© CLIFFORD KOCH and Reuben Ry- 
nearson have opened a new feed store at 
Rochester, Ind. 


987% CALCIUM CARBONATE 


available in many forms to fit your formulas— 
REGULAR, FREE-FLOWING, IODIZED, MANGANESED 
ALSO IODIZED and MANGANESED 
Write for Samples and Prices! 


THE CALCIUM CARBONATE CO. 
41 East Ohio Street Chicago, Illinois 


Midland Hay & Feed Co. 
Beet Pulp and Millfeed 


220-222 Corn Exchange Building 
Minneapolis, Minnesota 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us | if 
Either prompt or yo inseed Meal. 
Save Money. “Stand by Stan.” 
A. L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since be? 
Merchants Exchange t. Louis, Mo. 
Kansas City, Mo. 


Board of Trade Bldg. 


Growers of 


85 varieties... 


Field and Sweet CORN 
and Seed Corn Hybrids 
Swedish Type — Victories 
Columbia Gray 


SEED OATS 


GARDEN SEED 


Write today for descriptive catalog 


THE O& = SEED Co. 


GROWERS 
GREEN SPRINGS - - - OHIO 


GIBSON BLDG. 


SOYBEAN OIL MEAL 


FERNEAU GRAIN COMPANY 


BLANCHESTER, OHIO 
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Machinery Bargains 


@ Attrition Mill—Dreadnaught, single 
head with 20 h.p., 220 v., 3 ph., 60 cy. 
motor and starter. 

@ Attrition Mill—Robinson 24 inch, 
with two 20 h.p., 220 v., 3 ph., 60 cy. 
motors and _ starter. 

@ Hammer Mill—Case and Papec type 
with or without motors. Very cheap. 
e Feed Mixer—Burton No. 20, com- 
plete with 5 h.p., 220 v., 3 ph., 60 cy. 
motor, starter and “reversing switch. 

@ Feed Mixer—Haines, 1000 Ib. cap- 
acity, with or w ithout motor, floor 
level feed. 


@ Two and Four Wheel Feed Trucks 
GET OUR COMPLETE CATALOG 


INDUSTRIAL EQUIPMENT CO. 


718 N. Jefferson Street 
Milwaukee, Wis. 


( ress 


435 N. SECOND STREET 
MILWAUKEE, WISCONSIN 


€ 
We Specialize in 
High Grade Color Printing 
Catalogs and Trade Publications 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
Specialize in 
GOOD 


CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right — Service Prompt 
TRY US 


BROWER RS WHIRLWIND” 


Easy Payment Plan 
Starts You NOW! 


your own bra 

from locally 
adding the necessary sup- 
plements. Or . . . prepare 


at low ur 
“GIANT WHIRLWIND” 
will pay for itself quickly. 
pate in 500, 1000 and 2000 
b. sizes, installed above or-— 
mixes s. of feed and <——— 
up. Don’t pass up this easy 7S 
ayment plan. Write today =: 
lor details. 


Brower Mfg.Co. 


Box 2714, Quincy, Ill. 
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Clway With The Gupsy Trucker 


By EMIL J. BLACKY 


The trucker roams the countryside 
And peddles products far and wide. 
He’s here today and gone tomorrow 
And leaves behind a trail of sorrow 1 
To those who find to their despair 

His dealings are not always fair. 

He drives about with feed and grain 
Which rightly should be hauled by train, 
For railroads serve your local town; 
They seldom ever let you down. 

Yet if you fail to do your bit 

They surely will be forced to quit. 
Remember that each dime you spend 
With gypsy truckers helps to lend 
More numbers to their growing ranks 


Dawe’s House of Facts 
Checks Feed Tests 


“The House of Facts”, a laboratory 
where thousands of chicks are taken 
through a series of closely-checked feed 
tests, has been established by the Dawe’s 
Vitamelk Co., Chicago, according to an 
announcement by Charles C. Dawe, pres- 
ident. 

At the firm’s plant in Chicago chicks are 
put through a biological testing section 
during which time feed tests in the early 
weeks disclose effects of varying vitamin 
levels in relation to- growth, vigor, feather- 
ing, bone structure, etc. 

In the chick nutrition section the birds 
are housed and fed after the first few 
weeks. All sunlight is excluded and vita- 
min requirements are supplied entirely by 
feed. By the addition of this added ex- 
perimental service the Dawe’s firm expects 
to be able to provide even better research 
service for its customers. 


@ ALICK NATVIG, Cottage Grove, 
Wis., is constructing a new 80x60 foot 
warehouse. 


@ CAUBLE FLOUR & FEED MILL, 
Paoli, Ind., was destroyed by fire, Sep- 
tember 16. 


More mortgages within the banks. 

The dollar that you think you save 
Will live to haunt you in your grave, 
For business that runs ’round on wheels, 
And offers so-called “bargain deals” 
Won't help the town in which you live, 
Nor to it any taxes give. 

Play fair to railroads and yourself 
By putting truckers on the shelf. 

And should one roam to you today 
Politely, send him on his way. 


Pecos Valley Alfalfa Mil 
NLM. 


TRY OUR 


PECOS SPECIAL 
IT’S BETTER 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


USED IN 
CONNECTION 
WITH YOUR 

PRIVATE 
BRAND FEEDS 


* 


ANIMAL 
POULTRY 
YEAST 
FOAM 


* 


NORTHWESTERN 
YEAST COMPANY 


DEPT. FB 


1750 N. Ashland Ave. 
CHICAGO 


FOND DU LAC 


NO-MILK CALF Foop 


Farmers have raised better calves and hogs on No- 
Milk Calf Food for the past 54 years. It is handled 
by more than 1100 dealers who have found No-Milk 
a constant source of profit through satisfied customers. 
You, too, can cash in on the popularity of No-Milk. 
Write today for full information and prices. 


NATIONAL FOOD COMPANY 


D. R. MIHILLS, Prop. 


WISCONSIN 


SAVE? 


time and money by sending your trucks 
to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 


MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 
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RIEBS VIEW 


Vol. 6, No. 10 October, 1938 Milwaukee, Wis. 


WHEN YOUR 


BARLEY 


Coes ts Matrhet Through 


THE RIEBS CO. 
It Brings You 
TOP PRICES 


DRIED * 


SKIM MILK 


DRIED * 


BUTTERMILK 


You can depend on us to 
live up to our reputation as 
“The Milk Man of the North- 
west." Complete stocks on 
hand at all times. 


PROMPT AND FUTURE SHIPMENTS 


LA BUDDE FEED & GRAIN Co. 


741 N. Milwaukee St., Milwaukee, Wis. 


Here soon... 


. . . be positive your heating equipment in- 
cluding chimneys, flues and stoves meets 
standard specifications and is safely installed. 
Write for free booklet STOVES AND CHIM- 
NEYS—it gives you the information you want 
about safe heating. 


MUTUAL 
FIRE PREVENTION BUREAU 


DEPARTMENT OF 
Association of Mill and Elevator 
Mutual Insurance Companies 
400 WEST MADISON ST. CHICAGO, ILLINOIS 


ifth Avenue Shops~ 


from F 
is just astep Building-S ubways-- 


rial 
Hotel Impe Empire State 


ent Stores- cel 
In fact, the shortest distance : 
in New York — plus genuine CO’ 
of interes 


real economy. 


HOTEL 


rite Manager 
pe Special W eek- 
end Rates toNew 
York w ithor wl 
out meals. 
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iw Vitamins A ano D 
For Poultry and Live Stock 


WOT USP- VELLOW- MAX FFA 14% 


TS OF 
UNITS OF VITAMIN A 


CLO-TRATE 
CLO-TRATE is guaranteed to contain not less than 
3000 U.S.P. units of vitamin A and 400 chick units 


of vitamin D per gram. And every batch is tested 
on both chicks and rats before shipment. 


Safe in the Path 
of 10,000 Volts 


Yet the lineman works on day after day, confident of the 
reliability of his safeguards. 


Often the integrity of the manufacturer is ones sole reliance, 
particularly if the qualities of a product cannot be determined 
by surface signs . . . for example, the oil supplement used to 
add vitamins A and D to your poultry feeds. 


You can use CLO-TRATE for adding vitamins A and D to 
your feeds with the utmost confidence. For the CLO-TRATE 
guarantee is supported by the most exacting tests, in modernly 
equipped laboratories, by one of the world’s largest manu- 
facturers of vitamin products. 


CLO-TRATE provides dependable vita- 
min A and D fortification for your feeds. 


WHITE LABORATORIES, INC. 


Manufacturers of Vitamin Products 


NEWARK NEW JERSEY 


| 
| 
a A t 
oom : 
/ 
77. 
“4 
-TRa» 
COD LIVER OIL 
FORTIFIED 
| 
= < { 
> 
| 
CONTROL NO. 4 
Ay | 
NO | 
1 
iJ 


Dealer and Customer Confidence 


Multiplies KING MIDAS Sales 


= 
all 
hs 
by 
: Arch of Triumph, 
Paris, France. 


T HE integrity of the producer and its 
reputation for quality has made King 

cece | Sa Midas the most dependable of all flours. 

| | This dependability is reflected in the confi- 
MR. A.E. GRONLUND | dence of King Midas dealers and their cus- 
BE, winner of the King Midas sale tomers—a confidence that has multiplied 
rears ay dealer and sales wherever the name King Midas is 
Migas sees in, Wisconst known. Year after year King Midas has 
stood for the principle of putting quality 

foremost and price secondary, permitting 
dealers to build profitable sales volume on 


a permanent foundation. 
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Reg. U. S. Patent Ottice 
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49 Lbs. Net 
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